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Report of Life Insurance Sales | Actuary of the Illinois State Depart- | Begins Operations Feb. 1, Frank M. 


Research Bureau Gives Grati- 
fying Results 





ADVANCE IN ALL PLANS 





Canadian Production of Ordinary Poli- 
cies is 7 Percent Ahead for 
November This Year 





Sales of ordinary life insurance in the 
United States for November are 17% 
more than sales in November, 1924, ac- 
cording to figures just issued by the Life 
Insurance Sales Research Bureau of 
Hartford. Sales in the month by 81 
companies having 88% of the business 
in force totaled $637,023,000 of insurance. 
This is an increase of $92,000,000 over 
the sales of November, 1924. 


Section Gains Are Shown 


Every section of the country shows an 
increase in sales in November this year 
over November last, as well as a gain 
for the year to date. The greatest gains 
in November are in the South Atlantic 


section with a 29% increase. This sec- 
tion comprises: Delaware, Maryland, 
District of Columbia, Virginia, West 


Virginia, North Carolina, South Caro- 
lina, Georgia and Florida. 

Improved business conditions over 
last year are reflected by the increases 
in the various states. Practically every 
state shows a gain. The real estate boom 
in Florida has greatly increased sales 
of life insurance. This month sales in 
Florida are $8,892,000 as compared to 
$3,247,000 in November, 1924, which is a 
gain of 174%. 


Gains ef 30 Percent or More 


The following nine states show gains 
of 30% or more in sales for November 
over November, 1924: 

Florida, 174%,; North Dakota, 70%; 
New Hampshire, 41%; South Carolina, 
40% Mississippi, 34%; Arizona, 33%; 
Minnesota, 33%; West Virginia 33%; 

Irginia, 32%. Every state except New 
Mexico shows an increase for the year 
to date. For the third successive month 
cumulative sales are 14% more than in 
the corresponding period of last year. 
Sales in the first eleven months of this 
year amounted to $7,262,750,000, an in- 
Crease of $913,000,000 over the same 
months of 1924, 
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_ Canadian purchases of ordinary life 
msurance are 7% ahead of the corres- 
Ponding period of last year, according 
to the Life Insurance Sales Research 
Bureau. During this month $36,760,000 
of new business, which is an increase of 
$4,000,000 over the sales of November 
1924, was delivered and paid for by 
companies having in force 83% of the 
total business in Canada. 

Practically every province shows im- 
Proved conditions. The increases in the 
various provinces range from 42% in 








ment Becomes Vice-President of 
Chicago Company 





John F. Williams of Springfield, IIL, 
actuary of the Illinois insurance depart- 
ment, is resigning from the department 
to become vice-president of the Illinois 
Life. Mr. Williams is held in very high 
regard by the life insurance fraternity. 
As the working head of the life insur- 


| ance end in the Illinois department, he 
| has come in contact with life insurance 


| 
| 
| 


| 





Woodford To Be President of the 
Topeka Organization 





TOPEKA, KANS., Dec. 23.—Another 
life company is being organized in To- 
peka, and it is expected will commence 
to write business about Feb. 1. The 
company which is capitalized at $100,- 
000 will be known as Metropolitan Na- 
tional Life, and is being backed by 
Topeka and Atchison financial interests. 
Paul G. Bodley, for the past two years 


officials and has impressed all with his | superintendent of agents of the Liberty 


knowledge, fairness and honesty. 

He graduated from Lafayette College 
at Easton, Pa., in 1908. He then en- 
tered the office of Miles M. Dawson, 
consulting actuary of New York City. 
He received a sound actuarial training 
under the Dawson regime. He became 
an associate of the Actuarial Society. of 
America, by examination. Later he ac- 
cepted the position of assistant actuary 
of the Reliance Life of Pittsburgh. He 
then decided to enter state departmental 
work, becoming actuary of the state in- 
surance department of South Carolina. 
After four years in that position, he be- 
came actuary of the Tennessee insur- 
ance department. In February of 1921, 
he became actuary in the Illinois de- 
partment. 


Member of Important Committees 


Mr. Williams was appointed on the 
committee on blanks of the National 
Convention of Insurance Commission- 
ers, having served since 1913, and been 
retained on that committee by the var- 
ious presidents although he had re- 
moved from the state department from 
which he was originally appointed on 
the committee. Mr, Williams was also 
appointed a member of the special com- 
mittee of the National Convention of 
Insurance Commissioners to consider 
the question of making the American 
Men mortality table a permissive stand- 
ard of valuation. 

Mr. Williams has always stood for 
the very best in life insurance. 

Since he became actuary of the IIli- 
nois department he has been successful 
in having a number of bills enacted in 
that state which have improved condi- 
tions in insurance. 








Prince Edward Island. Improved busi- 
ness conditions over last year are re- 
flected in the west by the records of 
Alberta with a gain of 20%, Saskatche- 
wan with a gain of 12%, and Manitoba 
with a gain of 33%. In the east, On- 
tario, Quebec and Nova Scotia show 
gains of 6%, 4% and 7% respectively. 


Wide Variation in Cities 


There is a wide variation in the rec- 
ords of the different cities. Hamilton 
leads with a gain of 25%. Toronto and 
Winnipeg follow, each with gains of 
12%. For the third successive month 
the cumulative sales are 8% greater than 
in the corresponding period of last year. 
Most of the provinces share in the gain 
for the eleven months. The gain in the 
twelve months ended Nov. 30, 1925, over 
the preceding twelve months is 7%. 





Life of Topeka, is to be vice-president 
and general manager of the new com- 
pany. The company’s charter has been 
approved by the Kansas insurance su- 
perintendent. 

Frank M. Woodford, president of the 
Atchison Savings Bank of Atchison, 
Kans., will be president. W. C. Thomas, 
of Atchison, member of the board of di- 
rectors of the Shawnee State Bank at 
Topeka, has been made a member of the 
Metropolitan National’s board. Other 
incorporators are M. C. Woodford of 
Atchison and L. L. Bodley of Topeka. 
Mr. Bodley has announced that the 
stock is already subscribed and there is 
no more for sale. 

PLANS 


FOR INDIANA DAY 


| Vice-President James Elton Bragg of 














Manhattan Life Will Be Life 
Insurance Speaker 





A meeting of the general committee 
on Indiana Insurance Dav. to be held 
Jan. 26 in Indianapolis, was held in In- 
dianapolis Monday with Chairman Her- 
bert L. Barr presiding. The bulk of 
the work this year is being handled by 
a closely organized executive committee 
of five members which meets at least 
once a week and sometimes oftener and 
splendid progress has already been made 
as was reported to the general commit- 
tee. 

“Reaching Every Insurance Interest” 
is the slogan this year and it is deter- 
mined that every branch of the business 
shall have a program that will command 
their respect and be profitable to all 
who attend. The principal speaker at 
the banquet will be Samuel R. McKel- 
vey, ex-governor of Nebraska and cham- 
pion of sound insurance practice. Harry 
Curran Wilbur, financial and industrial 
accountant of Chicago, will be the fire 
speaker and will address the afternoon 
session. FE. A. Collins, assistant secre- 
tary of the National Surety and presi- 
dent of the Insurance Advertising Con- 
ference, will talk on advertising and 
conduct an open forum. 

James Elton Bragg, vice-president of 
the Manhattan Life, was announced as 
the leading speaker on behalf of life in- 
surance. Frank L. Jones of Indianapo- 
lis, president of the National Associa- 
tion of Life Underwriters, speaks in the 
highest terms of Mr. Bragg as a public 
speaker. He said that he is the sensa- 
tion of the past year in that line and 
that every life man who comes to hear 
him from out in the state will get ideas 
that will pay him back all expense 
money inside of 30 days. 
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COMMITTEE TO STUDY 
DISABILITY PROBLEMS 


Will Consider Legislation in Con- 
nection With Benefits Under 
Life Policies 


SEE NEED OF REGULATION 


Commissioners Also to Look Into Ques- 
tion of Double and Triple Indem- 
nity Provisions 


The special committee of the laws and 
legislation committee of the National 
Convention of Insurance Commission- 
ers has been named to study the prob- 
lems arising from the total and perma- 
nent disability and double or triple in- 
demnity benefits under life insurance 
contracts. William R. Baker, Kansas su- 
perintendent of insurance and chair- 
man of the laws and legislation commit- 
tee, was directed to name the commit- 
tee. He announced its membership as 
follows: J. G. Read, Oklahoma; C. D. 
Benson, Maryland; S. M. Saufley, Ken- 
tucky; R. L. Daniel, Texas; R. C. Clark, 
Vermont. 

Question Up for Several Years 


For some time there have been num- 
erous questions arising in different states 
relative to the interpretation of the ac- 
cidental indemnity provisions of life pol- 
icies. A year ago the convention directed 
a special committee to study the problem 
and when this committee made its report 
at the Chicago meeting in December 
it asked that another special committee 
of the laws and legislation committee 
be named to consider the advisability 
of legislation on the question. The 
committee reported that it felt the 
need of some regulations on these pro- 
visions but was not able to make a re- 
port on what the requirements should 
om Instructions for Committee 

The convention then directed the ap- 
pointment of a new committee by Mr. 
Baker and gave it specific instructions 
on four questions which were submitted. 
The report on these questions will de- 
termine what legislation is to be sought 
in the states. The instructions to the 
special committee are as follows: 

“To investigate and report on the 
following matters in connection with 
total and permanent disability and ac- 
cidental death benefits included in life 
policies and to formulate any recom- 
mendations which may be necessary or 
desirable for the purpose of improving 
underwriting conditions, improving and 
clarifying policy provision and giving 
better service to the policyholders: 

“1. The advisability of formulating 
standard provisions for so-called total 
and permanent disability benefits. 

“2. The advisability of prescribing 
reasonable restrictions under which such 
benefits can be included in life policies. 
Some of the points involved are mini- 
mum waiting periods, adequate rates and 
proper reserve basis; non-forfeiture 

(CONTINUED ON NEXT PAGE) 
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DISTRICT CODE SOUGHT 


MEASURE UP IN JU. S. SENATE 


Legislation Covering All Insurance 
Activities in District of Columbia 
Is Proposed 


WASHINGTON, Dec. 23.—A bill 
providing for an insurance code for the 
District of Columbia, similar to meas- 
ures introduced at past sessions of Con- 
gress, has been introduced by Senator 
Arthur Capper of Kansas. The meas- 
ure covers all classes of insurance ex- 
cept marine, which is provided for by 
the act of March 4, 1922, and fraternal 
and benevolent associations, which are 
covered by the act of March 3, 1901. 

The bill outlines the organization and 
duties of the insurance department of 
the District. It provides fees for the 
filing of articles of incorporation, li- 
censes for companies, agents, etc., and 
fixes the taxes to be paid by companies, 
which are set at 14 percent of the net 
premiums received on contracts cover- 
ing risks in the District of Columbia. 


Rules for Organizing Companies 


The powers and duties of the super- 
intendent of insurance are outlined, and 
the organization of domestic companies, 
it being provided that seven persons, the 
majority of whom are residents of the 
District, is the minimum number which 
may incorporate to organize a comi- 
pany. The par value of shares in stock 
companies may not be less than $10. 
Five incorporators shall be selected to 
act as trustees until the first regular elec- 
tion of officers by the stockholders, and 
shall file a bond of not less than $10,- 
000. Commissions or promotion ex- 
penses may not be more than 15 per- 
cent. No assessment companies may be 
formed to carry on a life insurance busi- 
ness, except fraternal beneficiary asso- 
ciations. ° 

The measure classifies the lines of in- 
surance which may be written, including 
under the heading of “liability and com- 
pensation” authority to write policies 
“upon the compensation of employes 
under any workmen’s compensation 
act,” a privilege which is not contem- 
plated in the Fitzgerald bill providing 
for compulsory compensation insurance 
in the District. 

It is provided that domestic stock 
companies, except fidelity and surety, 
limited health, life and accident, and 
marine, shall have and maintain a fully 
paid capital stock of at least $100,000 
and a surplus of at least $50,000 over 
and above its authorized capital and all 
other liabilities, for the writing of a 
single class of insurance, and in addi- 
tion $50,000 of such stock and $25,000 
of such surplus for the writing of each 
other class; fidelity and surety com- 
panies must have a capital of $250,000 
and a surplus of $125,000 for the writ- 
ing of that class of insurance, and lim: 
ited health, life and accident companies 
must have a capital stock of $50,000 and 
a surplus of $25,000. 

The reserves to be maintained by the 
various classes of companies are desig- 
nated, together with the limitations of 
risks which may be accepted. The bill 
also defines the qualification of foreign 
companies for admission to the District. 

It ig provided that new requirements 
laid down for companies in the measure 
shall not affect existing domestic com- 
panies or foreign companies already ad- 
mitted to the District. 








STUDY DISABILITY PROBLEMS 
(CONT'D FROM PRECEDING PAGE) 


values, maximum surrender charges and 
dividend distribution. 

“3. The advisability of frankly recog- 
nizing such benefits as non-cancellable 
accident and health insurance. 

“4. The advisability of permitting or 
prohibiting double and triple indemnity 
and other accidental death benefits in 
life insurance policies.” 


POLICY HELD LAPSED 


PERIODS WERE CONCURRENT 





Continued Insurance After One Year 
Held Not to Start Subsequent to 
Time of Grace 





In Missouri State Life vs. Carey, com- 
mission of appeals of Texas, 276 S. W. 
227, the company issued a life policy in 
the sum of $5,000. The first annual pre- 
mium on this policy was paid which 
paid the policy up to Jan. 29, 1922. No 
other premium was paid and the in- 
sured died on April 1, 1922. 


Two Periods Provided 


The policy provided that a period of 
31 days of grace should be allowed in 
the payment of any premium due. The 
policy further provided a period of 31 
‘days of continued insurance after the 
completion of the first year for which 
premium had been paid. Under the 
above provisions, the beneficiary took 
the position that the period of 31 days 
each did not run concurrently and 
therefore the failure to pay the pre- 
mium due Jan. 29, 1922, did not void the 
policy upon the death of the insured 
on April 1, 1922. The company, how- 
ever, contended that the two periods 
of 31 days each ran concurrently and 
that in consequence the policy had 
lapsed when the insured died. Upon 
the trial a judgment was rendered in 
favor of the plaintiff. On appeal, the 
higher court in reviewing the record 
and reversing this judgment said: 


Policy Expressed Intention 


“In the first place, the policy under 
consideration expressly stipulating that 
the 31 days for which the policy should 
continue in force from the due date of 
any premium after the first, after a de- 
fault in such premium expressly de- 
clares that such period ‘is the period 
of grace allowed hereunder.’ The con- 
struction adopted by the court of civil 
appeals which makes this extended in- 
surance for 31 days something other 
than, and beyond, the period of grace 
therefore destroys that portion of the 
contract which declares that it ‘is the 
period of grace allowed’ under the con- 
tract. This result-is itself sufficient 
ground for denying that construction of 
the contract, unless it can be said there 
is some other provision of the policy 
which contradicts this portion or at 
least makes it uncertain or ambiguous. 


No Ambiguity Found 


“It is contended by defendant in error 
that the statement in the ‘Table of 
Nonforfeiture and Loan Values’ show- 
ing that the policy carries a nonforfeit- 
ure value of 31 days beyond the due 
date for the second premium, makes an 
ambiguity in the contract justifying the 
construction of the courts below. But, 
we see no contradiction or ambiguity 
whatever. This “Table of Nonforfeiture 
and Loan Values’ correctly exhibits the 
value of the policy at the end of the 
first year for which a premium was paid, 
in that the insured was entitled to 31 
days of extended insurance, but when 
read in connection with that portion 
already quoted, it is perfectly apparent 
that this 31 days is id- al with the 
31 days denominated the period of 
grace allowed thereunder. There is 
nothing in the contract tending to show 
any other intention of the parties. * * * 


Judgment Given for Company 


“There being no ambiguity in the 
contract, and the intention of the par- 
ties, gathered from a consideration of 
the entire instrument, showing that the 
policy had expired by its very terms 
prior to the death of the insured, the 
judgments of the trial court and of the 
court of civil appeals should, we think, 
be reversed, and judgment should be 
here rendered in favor of plaintiff in 
error, and we accordingly so recom- 
mend.” 


LAPSE RATE IS LOWER 


MORE CAREFUL BUYING NOTED 





Recovery from Depression Following 
Boom During War Years Is Re- 
ported from Middle West 





DES MOINES, Dec. 24.—A survey 
of conditions involving lapses in life 
insurance policies indicates a marked 
improvement over the lean years imme- 
diately after the deflation period at the 
close of the war. This is especially true 
as it concerns Iowa farmers and points 
to a much better feeling in agricultural 
circles. Representatives of some of the 
prominent life insurance companies 
actively on the “firing line” for business 
among Iowa farmers sound a most hope- 
ful note and support it by citing facts 
gathered from actual experience. 

“During the war period there was a 
boom in new business,” stated A. C. 
Tucker, president of the Royal Union 
Life. “But immediately afterward 
things started happening to the lapse 
‘rate. Many of those who had taken 
out large policies during the war boom 
were forced to drop them during the 
resultant depression. Of late, however, 
the lapse rate has climbed down where 
it belongs and seems inclined to stay 
there, although there is a very favorable 
increase of new business in the agricul- 
tural sections of Iowa.” 


Hold Second Year Business 


Reports for the 1924 business of the 
Equitable Life of Iowa showed that the 
second year in the life of the policy, the 
period in which the most insurance is 
dropped, had been weathered safely. 
Nineteen agencies of the company in 
Iowa renewed in 1924 more than 85 
percent of business written in 1923. The 
Des Moines agency renewed 93.8 
percent of the previous year’s new busi- 
ness in 1924, 

“The present prosperity,” commented 
Robertson G. Hunter, vice-president and 
actuary, “has had its effect in reducing 
the number of policies that are lapsed 
each year, but there are still more lapses 
than took place prior to the depression 
of 1920 and 1921,” 

Although stating that the experience 
of the Bankers Life showed that high 
prosperity is not. necessary for a sub- 
stantial growth of life insurance sales, 
B. N. Mills, assistant secretary, agreed 
with other life insurance executives in 
pointing out the increase of business 
during the last year. 


Middle West Is Sound 


“The Bankers Life writes a very large 
volume of its business in the middle 
west on the lives of farmers,” he said. 
“The progress of this company in its 
middle western business during the last 
five years indicates that although the 
farmers of Iowa have not been rolling 
in prosperity, they have been wise 
enough to invest in life insurance which 
is sate. Definite statistics on new paid 
for business of the Bankers Life in Iowa 
since 1920 show that there has been a 
steady increase from a total of $12,- 
500,000 in 1921 to $16,700,000 in 1924. 
The total for the first ten months of 
1925 was over $19,000,000, and a total of 
$25,000,000 for the year is indicated. 
This is Iowa business alone.” 
Reduction on the lapse rate on Iowa 
farmers’ policies from 12.82 percent in 
1919 on the previous year’s business to 
8.4 percent in 1924 on business written 
in 1923 was shown in figures of the 
Northwestern Mutual Life. “Farmers 
are buying more carefully in the two or 
three years following the post-war de- 
pression,” John Hughes, general ageni, 
stated. 


Connecticut General Convention 


The Connecticut General Life will 
hold its annual general agents’ meet- 








BULLETIN IS ISSUED 


SEEK INTEREST OF CHAMBERS 





Insurance Department of National Or. 
ganization Tells of Opportunities to 
Serve Policyholders Through 





The insurance department of the 
United States Chamber of Commerce 
has issued a bulletin to secretaries of 
various local chambers for the benefit 
of insurance committees, containing in- 
formation that is calculated to help the 
local chambers to render service to 
their membership. The bulletin opens 
with a statement that American policy- 
holders paid approximately $3,700,000,- 
000 for insurance protection in 1924 and 
that the reserves of the insurance insti- 
tution as a whole amount to $11,000, 
000,000, a sum almost sufficient to pay 
the total allied debt to America. As the 
business affects practically everyone, 
the chambers have an opportunity to 
bring to bear the collective influence 
of policyholders upon matters which 
are of particular interest to them. 


Three Fundamental Interests 


The bulletin advises the appointment 
of a balanced committee, representing 
leading Jocal businessmen as well as 
insurance men, after which a definite 
rogram of service should be outlined. 
his program can be built around the 
three fundamental ideas of insurance 
education, state insurance legislation 
and conservation of life and property. 
There is an opportunity to bring to- 
gether local life, fire and casualty in- 
surance men on matters of common in- 
terest. 

There are approximately 200 member 
organizations of the national chamber, 
primarily chambers of commerce, which 
have insurance committees, and 418 
have fire prevention committees partici- 
pating in the Inter-Chamber Fire Waste 
Contest. About 100 are functioning on 
accident prevention and 60 on the con- 
servation of health. It is pointed out 
that the work of the insurance commit- 
tee is fundamentally confined to those 
things which affect the policyholders 
interest and that the technical aspect of 
insurance can well be left in the hands 
of those entrusted by the various com- 
panies to carry them on under the su- 
pervision of the state regulatory sys- 
tem. The contribution of insurance 
committees will be found in the field of 
helping policyholders to help themselves 
to the end that the institution of in- 
surance may continue to render an ever 
increasing service to the public interests. 





Graham in Full Charge 


It is announced that the development 
of group insurance in the Equitable 
Life of New York and all home office 
activities relating to the solicitation of 
new groups or the extension of old 
groups, including the supervision of 
special group salesmen and the prep- 
aration and rendering of group sales aid 
to the agency forces, are now under the 
direction of second Vice-President Wil- 
liam J. Graham. 


Approve Extension of Coverage 


Plans for the Aid Association for 
Lutherans of Appleton, Wis., to write 
juvenile, permanent. and total disability 
and double indemnity benefits in Utah 
have been approved by the insurance 
department of that state and the new 
policies will be written after Jan. 1. Only 
two states, Florida and IIlinois, have 
thus far failed to ratify the plan. 


Big Group is Written 


Group insurance has been taken by 
the Texas & Pacific Railway in the Met: 
ropolitan Life. It will range between 
$8,000,000 and $10,000,000. The same 


amount of accident death and —_ 
berment coverage will be provide 7 
liberal benefits under a health and no 


aken. 





ing at the home office, Jan. 7-8. 
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TRUST COMPANY FIELD 
IS FULLY EXPLAINED 


How Life Insurance Dovetails in 
with the Proper Handling 
of Estates 


TALK BY A. C. ROBINSON 





PUBLIC LIFE FIGHT 





NAROWETZ GETS OUT LETTER 





Charges Alfred Clover and M. J. St. 
George, Former Heads, With 
Several Serious Irregularities 





A special stockholders’ meeting of 


| the Public Life of Chicago will be held 
| at the home office this week. President 


Louis Narowetz recently sent out a let- 


Two Great Forces of Thrift in This | ter to the stockholders in which he 
| charged Alfred Clover, the former head 


Country Today Are Banker and 
Life Agent 


A. C. Robinson, president of the 
Peoples Savings & Trust Co. of Pitts- 
burg, spoke before the Cincinnati Life 
Underwriters Association, his subject 
being “Life Insurance Trusts.” 

His study of modern business reveals 
that there are two great forces for 
thrift—the life underwriter and the 
banker. The emphasis in modern life is 
on spending and not on saving. Liberal 
spenders are the “hail fellows, well 


met,” but they are needed also for they 
help to promote industries and civili- 
zation, if their means permit. The 
miser is not a popular person but it is 
commonly known that he never becomes 
a charge on the community. There is 
every reason for encouraging a certain 
miserly instinct in the people so as to 
protect their future. 


Encourage Incentive to Save 


In the midst of the seductions of the 
advertisements and other sales pleas 
which have been organized to encourage 
spending, the bankers and the life men 
are rendering a great and solid service. 
People do not like to save. It is the 
charge of these two bodies to ask men 
and women to deny themselves to pro- 
vide for the future. Therefore these 
two bodies must walk side by side for 
the benefits they can bestow. 

Life insurance creates estates almost 
out of nothing. It is the greatest, 
quickest, safest and surest way to create 
them. The duty of the trust companies 
is to conserve them. Death removes 
the guiding hand, too often at a time 
when it is most costly to the heirs, and 
when expert knowledge will be most 
valuable. 


Trust Officers Are Human 


Trust companies as they exist today 
are only about 70 years old. They are 
reputed to be cold-blooded. This is far 
from being the case. Their work is car- 
ried on by trust officers who are just 
as human as the average man can be— 
perhaps more so, because their contact 
with human weakness develops a pecu- 
liarly responsive philosophy, and the 
years of experience minimize the care 
necessary in many situations because 
similar ones have become guides. Trust 
companies are legally bound to perform 
their duties as they are incorporated 
under the laws of the commonwealths 
they operate in. It is a perpetual body 
and never dies. It has many depart- 
ments, each with its specialists. In 
this group should be included the more 
common ones—investments, tax, real 
estate and legal. In discussing the prob- 
ems of any estate, the directors are 


able to refer questions to really able | 


men. Due to this condition, the records 
show that no financial or fiduciary insti- 
tutions have a better record over a long 
Period of years than the trust companies 
enjoy. The losses have been so small 
as to be negligible. 


Should Buy Life Insurance 


. Every person having earning power 
ut no capital should put every dollar 
Possible into life insurance. Death is 
Certain and with it there will inevitably 
© costs. The counties in which the 
death occurs see to it that the wills are 


of the company, with several irregulari- 
ties. In his communication, Mr. Nar- 
owetz warns stockholders not to give 
their proxies to Mr. Clover or to M. J. 
St. George, who was at one time gen- 
eral manager of the company. 


Extract from Letter 


Mr. Narowetz states that the audience 
of Ernst & Ernst are now at work on 
the books of the company and while the 
audit is not complete “they inform us 
that all of the real estate owned by the 
company, including the home office 
building and the branch office building 
on State street were sold for taxes in 
September, 1925. It will require about 
$9,000 to redeem same; that there are 
death claims unpaid amounting to over 
$30,000, some of them having been filed 
with the company as far back as last 
January; that operating accounts pay- 
able have accumulated during the same 
period and remain unpaid amounting to 
more than $21,000, in addition to a large 
amount of unpaid loans on policies and 
surrenders; that the bank accounts of 
the company had been reduced to ap- 
proximately $3,000. 


Charges Against Clover 


“The information secured from the 
auditors indicates that $16,329.76 was 
paid to a number of attorneys employed 
by Mr. Clover and his associates for 
legal fees, without proper vouchers 
showing what the money was paid for, 
it being quite evident, however, that it 
was used largely for the purpose of 
keeping them in control of the company. 
Other items amounting to $12,583.01 
were paid to various persons for appar- 
ently the same purpose. The company 
paid also, according to the records, over 
$40,000 to Clover’s Public Agency Com- 
panye without proper vouchers showing 
what the money paid for. As soon as 
this audit is completed we will inform 
you so that you may see for yourself 
that disposition has been made of your 
money.” 














| 
| 





probated or that the estate is otherwise 
properly passed on to the heirs. This is 
a function of the state and cannot be 
handled without direct expense to the 
estate. The fees which the trust com- 
pany levies are never as great as where 
individual trusteeship is requested. 
Through its many ramifications, it 
can save money on estate settlements in 
many directions. As an example of 
this, Mr. Robinson cited the fact that 
trust companies saved money on burial 
expenses. Such charges are practically 
never questioned by the family of the 
decedent. But the trust officer knows 
what funerals should cost and he has 
no delicacy in questioning and correct- 
ing the incident expense, often resulting 
in a saving which goes a long way to- 
ward the fees which it charges. : 
Trust Company Has Discretion 


While the settlement of life annuities 
through the insurance companies is an 
admirable manner of conserving estates, 
it is commonly known that that method 
is devoid of discretionary power. This 
may not always be advisable. As an 
example, a father may leave a consid- 
erable sum of money to a son to enable 
him to go into business at a definite 
age. The son may or may not be pre- 
pared at that time. If, instead of being 


given the money, the matter is left with 
the discretion of a trust company, ill- 


GOODBYE TO DARBY DAY 


FAREWELL LUNCHEON GIVEN 


Retiring Chicago Manager of the Mutual 
Life of New York Hon- 
ored by Old Friends 





Some of the older life insurance 
friends and associates of Darby A. Day, 
retiring manager of the Mutual Life of 
New York in Chicago, gave him a 
luncheon Friday noon. The four new 
general agents of the company in Chi- 
cago, H. C. Hintzpeter, R. E. Spaulding, 
Samuel Heifetz and C. L. Coyner, were 
present, as were Raymond Mills, assist- 
ant manager; W. G. Warren, cashier, 
who will be manager of the clearing 
house, and Dr. W. W. Quinlan, medical 
referee of the Mutual Life. Jules Girar- 
din of the Phoenix Mutual presided. 
Dr. Quinlan spoke for the Mutual Life. 
Guy A. Ramsdell, manager at Indian- 
apolis, who was present, spoke for the 
Mutual Life managers. President R. 
W. Stevens of the Illinois Life repre- 
sented the local companies. W. W. Wil- 
liamson of the Phoenix Mutual Life, 
president of the Chicago Life Under- 
writers Association, represented that 
body. Peter J. Kraus, manager of the 
Metropolitan Life, who has been in the 
life insurance business some 45 years, 
spoke for the old guard. 


Produced $400,000,000 


Mr. Girardin brought out the fact that 
during Mr. Day’s 15 years of life insur- 
ance experience in Chicago, his agency 
had produced upwards of $400,000,000 
in insurance. Using this as a text, he 
pointed out how much this great organ- 
ization had contributed to the welfare 
of mankind. Mr. Day spoke feelingly 
and received a marked ovation at the 
close of his talk. He will leave Chicago 
for Los Angeles as soon as he can close 
his business at the end of the year. 


Four New General Agencies 


The four new general agencies of the 
Mutual Life will start the first of the 
vear. Mr. Hintzpeter’s office will be in 
the Continental & Commercial National 
Bank building, Mr. Spaulding in the 
Conway building, Mr. Heifetz in the 
Illinois Merchants Bank building, Mr. 
Coyner, who has charge of the country 
territory, in the Lytton building. 

Mr. Warren will be manager of the 
clearing house and will have his office 
in the Metropolitan building May 1. 
Raymond Mills, now assistant manager 
of the agency, will be assistant manager 
of the clearing house. 

I. B. Jacobs, who has had an agency 
at 14 East Jackson boulevard, will com- 
bine his forces with the Spaulding 
agency and will hereafter be associated 
with that office. 











advised investment may be obviated, and 
improper use of the money is discour- 
aged, for the trust officers are keen to 
see that the funds are used as the father 
intended. Indeed. such an arrangement 
often has the effect of supplying the* 
necessary back-bone for a man to make 
himself worthy of the trust company’s 
approval. 
Real Service Rendered 


In such a case, there would be reluc- 





tance on the part of the trust officers 
to withhold the principal. They, too, 
have their selfish side and they know | 
that if the son’s ventures are successful, 
he will entrust his estate also to their 
care. Similar situations in the ordinary 
course of family life could be brought 
forward to show the true service at the | 
command of the man who makes a 
trust company an ally in his affairs. 

Mr. Robinson asked the gathering of | 
500 people how many had made their | 
wills. Since the gathering was made | 
up of life insurance men and bankers, 
it was a matter of considerable interest | 
to find that a large number did not 

(CONTINUED ON PAGE 29) 


; comes 


VAST SUM OF MONEY 
IS NOW HELD IN TRUST 


Pre-Mortem Service Is Rendered 
by This Department of 
the Banks 


LIFE INSURANCE ADVICE 


Address Given by L. A. Mershon of 
the American Bankers Association 
Before Cincinnati Life Men 


A man who has been all over the 
United States in the interests of the 
trust departments of banks and of trust 
companies can not but develop a wide 
perspective of what their work and po- 
tentialities encompass. Leroy A. Mer- 
shon, executive secretary of the trust 
division of the American Bankers Asso- 
ciation, has had this experience and he 
has come to know that trust companies 
and life underwriters have many fea- 
tures in common. His address before 
the meeting of the Cincinnati Life Un- 
derwriters Association told of many of 
the facts that had come under his ob- 
servation. The bankers who were the 
guests of the life underwriters ‘were 
equally interested. 


Vast Amount in Trust 


The scope of the work of the trust 
companies is indicated by Mr. Mer- 
shon’s statement that trust companies 
at the present time had 18 billions of 
money in trust while the trust depart- 
ments of banks had 30 billions more, a 
total of 48 billions. To guide the ju- 
dicious use of this vast sum means a 
great national asset. 

The trust division of the American 
Bankers Association has advertised 
widely having spent $250,000 in the last 
five years. One of the things which this 
work has emphasized has been the pur- 
chase of life insurance. While life in- 
surance has gone forward by leaps and 
bounds in recent years, the future is 
even more rosy. Mr. Mershon ex- 
pressed the hope that in another 10 
years the total of insurance in force 
would reach the total of 200 billions, or 
three times the present amount. 


Surprise at Showing 


Though most people think that life 
insurance men have probed the bulk of 
the sources from which business is to 
be secured, an experience which Mr. 
Mershon enjoyed illustrates the actual 
facts so far as the average man is con- 
cerned. He was called upon to address 
a group of men in the northwest who 
were the lumber barons of that section. 
In the course of his address, he asked 
those who were insured to raise their 
hands. Only 25% carried life insur- 
ance, while further inquiry indicated 
that less than half had made their wills. 
Such a condition seems almost incred- 
ible, but it exists everywhere. So there 
is still far more fertile ground to be 
tilled than has been covered to date. 

Gives Pre-Mortem Service 

It has not been so many years since 
trust company service during life was 
quite limited. Then the trust company 
requested the applicant to have his will 


made out and to file it at its office. 
This no longer exists. As Mr. Mershon 
puts it, the trust companies are now 
giving “pre-mortem” service, not “post 
mortem.” When a man approaches a 
trust officer, the latter gets out his pen- 
cil and asks “What have you”? He 


gets right down to “brass tacks.” 
While the answers are many, one that 
from the average citizen reads 
like this: $50,000 worth of securities, a 
home worth $40,000, $25,000 life insur- 
ance, an income of $12,000 and a fam- 
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ily. The trust officer immediately sees 
that when this man’s death occurs, he 
is going to leave about $75,000 which 
his wife is to use to sustain herself in a 
$40,000 home. It is evident to an in- 
experienced man that that simply can’t 
be done. But the trust officer can ren- 
der “pre-mortem” service by pointing 
- the fallacies in the facts—and he 
oes, 


Prineeton Graduates’ Experience 


A report of the financial and family 
relations of Princeton men well illus- 
trates the condition of the average man. 
Most of the Princeton graduates are 
married and have one or more children. 
Their average income is $12,000, their 
investments are about $68,000, their in- 
surance coverages other than life are 
about $40,000 while their life insurance 
is $20,000. An analysis of this report 
makes it very clear that these men do 
not have enough stored away to pro- 
vide adequately for their children and 
their wives. Examples such as these 
are the things which are essential to 
bring home to the men of affairs today 
the shortcomings of their estates. And 


life insurance is the avenue through 
which the satisfactory solution must 
come, 


In addressing the life insurance men, 
Mr. Mershon assured the life under- 
writers that the trust companies and 





ROBERTSON HUNTER TAKES ISSUE 
WITH BLACKBURN ON MORTALITY TABLE 





OBERTSON G. HUNTER, second 

R vice-president and actuary of the 
Equitable Life of Iowa, takes issue 
with Secretary T. W. Blackburn of the 
American Life Convention in the lat- 
ter’s protest against the use of the 
American Men table as a_ permissive 
standard of valuation. Mr. Hunter says: 
“I feel sure it was not Mr. Black- 
burn’s intent to speak for all the west- 
ern companies, although most readers 
might easily infer that it was. For that 
reason I think it is only fair to a 
thorough consideration of this subject 
that the actuaries of western companies 
who are in favor of the American Men 
table as a valuation standard should nof 











their officers were solidly behind them 
in their work and would lend every co- 
operation and encouragement necessary. 
The close alignment of the two parallel 
interests and its frequent meeting on 
common ground would unquestionably 
bring about blessings of continued 
prosperity where it will not exist other- 
wise. 





remain silent. I am one of those, but if 
I were to believe for one minute that 
such dire events would result from the 
use of the American Men table as Mr. 
Blackburn predicts, I certainly would 
reverse my opinion. As it is I think 
Mr. Blackburn is seeing an enormous 
number of bears in the woods. 


Not a Safe Basis 


“Mr. Blackburn states that ‘it is wise 
to be safe and the world knows that 
companies transacting business on the 
American Experience table are on an 
absolutely safe basis of valuation.’ I 
am willing to subscribe to the first part 
of this statement but to the last part I 
voice a very emphatic dissent. The 
American Experience table is not an ab- 
solutely safe basis for valuation. How 
could it be when it so distorts the mor- 
tality that companies are likely to expe- 
rience in the future? What has made 
our basis of valuation safe is not the use 
of the American Experience table but 
the low rate of interest that we have 
assumed. 

“If the actuaries of the younger com- 





Dependable Insurance Menf 
Represent this Companye 


Manager Desired 


for 


ROCHESTER 
MINNEAPOLIS 


ST. PAUL 
DULUTH 


Or if you are interested 
in smaller cities in Min- 
nesota we will give a 
District Agency Con- 


tract. 


We offer 


—attractive and liberal policies 


—safe protection, no experiments. 


—opportunity to grow with us. 


—low net cost. 


—unequaled high annual dividends. ‘ 


Dependable Insurance Men are given 


every assistance by the Company, who in 


turn repose in us the greatest confidence. 


Our aim has been to render the greatest 
mutual service, developing in strength as 


we extend our activities. 


Organized in 


1905, the Company early attained, and has 


America. 


since maintained, a very prominent posi- 
tion among life insurance companies of 


Sketch us your past record, if interested. 


Address 


FRANK P. MANLY, President 


or 
JOE C. CAPERTON, Agency Mgr. 


Indianapolis Life Insurance 


Company 


Indianapolis 








panies feel that reserves on the Ameri. 
can Men table with 3% percent interest 
are unnecessarily severe and would be 
a handicap to them in the building up oj 
their business, why not use their jp. 
fluence to increase the rate of interest 
to 4 percent and not stand in the way oj 
our having a table of mortality which 
90 percent of us use within the four 
walls of our own offices as the basis for 
practically all our calculations?” 


‘HITS INSURANCE-SAVING PLAN 





Michigan Commissioner Announces He 
Will Allow No Further Extension 
of Its Use 





LANSING, MICH., Dec. 23.—Any 
extension of the plan under which life 
insurance companies and banks join 
forces im promoting a savings account 
insurance service for patrons will not be 
approved by Commissioner Hands, that 
official announced this week. He says 
that banks which have entered such 
schemes are generally dissatisfied with 
their part of the bargain, and that sey- 
eral prominent bankers have informed 
him that they would be glad to be free 
of the alliance. 

Principal complaints against the ar- 
rangement, Mr. Hands says, have been 
to the effect that individual insurance 
solicitors have misrepresented the joint 
service by attempting to localize their 
appeals through putting forward the 
bank’s part in the scheme while often 
neglecting to mention even the name of 
the cooperating insurance company. As 
some persons, although the commis- 
sioner deplores this fact, suspect insur- 
ance companies and agents while re- 
taining implicit faith in local banks, mis- 
representations of this sort invariably 
bring about ill will toward the partici- 
pating banking institution when the 
often unsuspecting subscriber to the 
plan finds that he has been sold insur- 
ance. Bankers have informed the com- 
missioner that insurance agents, of 
whose existence they were not even 
aware, have sold the scheme to many 
under the claim that they were solicit- 
ing business for the banks, even pre- 
senting cards inscribed with the bank 
name and innocent of the name of the 
insurance company. 

Mr. Hands feels that there is much 
justice in the complaints made. It is, 
of course, true that the bank gains a 
savings account only part of which is 
paid out in insurance premiums and the 
commissioner will permit those institu- 
tions which are already operating the 
scheme to continue it to its consumma- 
tion. Almost invariable dissatisfaction 
and confusion arising from the plan, 
however, warrant curbing its further 
extension, Mr. Hands says. 


CHICAGO BUSINESS IS LARGE 


New York Life and Equitable Life of 
New York are Running Nip 
and Tuck 


The Equitable Life of New York 
will round our the year with $65,000,000 
paid business in the Chicago agency. 
The total for 11 months was $59,000,000. 
Its paid-for business in November was 
$5,011,000, The A. E. Patterson Agency 
led with $1,008,674 in November. The 
P. L. Girault Agency came next with 
$947,580. ; 

Last year the Equitable’s business 
was $52,000,600 in Chicago. The New 
York Life last year wrote about $58,- 
060,000. It is generally understood that 
the Equitable and New York Life are 
running a neck and neck pace in Chi- 
cago territory this year. , 

It is interesting to know that Miss 
Sara Frances Jones was the second 
largest personal producer of the Equit- 
able in Chicago in November. The 
largest was M. W. Tilden of the Girault 








agency. Charles Wadsworth, one of the 
agency managers, is the leading per 
sonal producer for the first 11 months. 
H. T. Wright stood second, he bemé 
with the Patterson agency. Miss Jones 
paid for $250,000 in November. 
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™ NEW YEAR lies before you—what are you going to do with it? Will you continue in the same old 
| treadmill of activity—each day’s effort and each day’s compensation a short story in itself—and nothing 

pd | to build up for the morrow? Or will 1926 be the year which marks the beginning of real building of a busi- 

join ness career—an enlarged income—an organization—business accomplishment of which you and those who 
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be come after you may be proud? 
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A a Company established in 1868, with all the stability which issues from long experience and all of the pro- 
“ gressive support which issues from a Home Office staff of forward-looking men—is a strong old Company 
ly | for strong young men. 
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A ee ee FOR INCREASED EARNINGS WITH NO 
D 
z | $5,000 In event of natural death. MORE EFFORT— 
t- 10,000 In event of accidental death. ? 
k | 25 Per week for 52 weeks while confined by Complete Protection 
. sickness. 

25 Per week for 200 weeks while disabled by The National Five Point Complete Protection Pol- 

. accident. icy is a preferred low cost service for Life policy- 
4 50 Per month for life should disability be total holders. Makes it easy for Agents to succeed 
8 and become permanent. No further depos- because of 

: : - 
e its by policyholder. No deductions from 
; face of policy to offset benefits received More Sales per Interview. 
under this clause. More Commission per Sale. 
| 5,000 “ts loss, by accident, of both eyes, both More Satisfied Living Policyholders. 
ands or both feet—or one hand and one L L ’ 

| foot, and an income of $50.00 monthly. CS Leese. 

| 2,500 oe accident, of one eye, one hand Cc. Sete Buntostion 

: 
: 5,000 For insured, on endowment at age 60 or 65 Only one of the reasons why you can increase your 

plan, when old age comes, besides all the a RT - ; 
other benefits as he goes along. 8 : 




















Here you will find the opportunity which will make 1926 the year of your “great offensive” in business. 


Tell us all about yourself—there is a place for you as a District Manager if you are the kind of man 
who finds in this advertisement an appeal to your ambition. 


ADDRESS 
ROBERT D. LAY, WALTER E. WEBB, 


Vice-President and Secretary. Vice-President. 


29 South La Salle Street, Chicago 


OVER ONE HUNDRED AND SIXTY MILLIONS OF INSURANCE IN FORCE 
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The Agents’ New 
Dignity 


HE agency system, of which we have just 

been reminded, has greatly changed. The 

agent of 40 or 50 years ago was often a man 
who had failed in other business. Gradually 
the general agency business grew up. Compe- 
tent men had general offices and were in close 
touch with the management of the companies; 
they employed sub-agents, appointed, edu- 
cated, helped and dismissed. The general 
agents were important people in the commu- 
nity and kept in touch not only with their 
home offices but with their policyholders. 
There are quite a number of these remaining 
in the different companies; but, as a system, it 
is passing. The former sub-agents are now 
agents. * * * * I suppose one result of the 
change has been to add to the dignity and im- 
portance of the individual agent. Many com- 
panies do not employ part-time agents. Life 
insurance agency is becoming a profession. 
* * * * Company loyalty is now the rule. 
The old days of “twisting” of agents are over. 
It was the Industrial insurance companies 
which set the right example and showed not 
only the wrong but the inexpediency of the 
practice of stealing agents from _ rivals. 
* * * * Tt is all to the good to the compa- 
nies, to the public, to themselves, that a life 
insurance agent is a self-respecting, profes- 
sional man who has at heart loyalty to his 
company and fidelity to the insured. 


—From an address by Haley Fiske, President 
of the Metropolitan Life Insurance Company, be- 
fore the Annual Meeting of the Association of 
Life Insurance Presidents, December 4, 1925. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue, New York City 




















CASE FOR AMERICAN MEN TABLE IS 
PRESENTED BY HENRY MOIR OF U. S. LIFE 





HE case for the American Men 
T table is presented in very cogent 

form by Henry Moir, president of 
the United States Life and one of the 
recognized actuarial authorities of the 
country, in a reply to the statement re- 
cently given out by T. W. Blackburn, 
secretary and counsel of the American 
Life Convention. Mr. Moir says: 

“Mr. Blackburn writes as a lawyer, 
not as a scientist. Yet he deals with 
an actuarial subject in a semi-scientific 
way which conveys much misinforma- 
tion. 
“Mr. Blackburn gives away his entire 
case in an early paragraph when he 
points out that the American Experience 
table is called archaic, and adds ‘if it is 
everything he (Mr. Corcoran) says it is, 
it should be abandoned instanter.’ 


Permissive Use to Hurt No One 


“I can assure you that the American 
Experience table is completely out of 
date, and that no well trained actuary 
in the country will uphold it as giving 
even a reasonable measure of the mor- 
tality for ages from 20 to 50 under 
modern conditions. By Mr. Blackburn’s 
dictum therefore it should be abandoned 
instanter, and personally I think it 
should be abandoned; but legislative 
changes are best made when causing 
the least inconvenience. A permissive 
use of the American Men table would 
probably bring about a gradual change 
which need not hurt anyone. When a 
change is permissive it is adopted only 
if it is good. Those that don’t want it 
may ignore the permission. 

“The foregoing is the real question 
at issue; but, having waived this ques- 
tion aside, Mr. Blackburn proceeds to 
what he calls the real question, and 
registers a determined opposition to a 
‘double standard of solvency.’ All this 
hullabaloo does not mean much; for of 
course Mr. Blackburn knows that there 
are double and triple standards of valu- 
ation in use now—the American Men 
table for group policies—the American 
Experience for others—combined expe- 
rience for yet another group, etc., etc. 
There have been double standards of 
solvency in the United States since 
about the time standards of solvency 
were first adopted. A company may be 
solvent in one state and insolvent in 
another: but it does not cause trouble 
as Mr. Blackburn very well knows. This 
is just a smoke screen! 


Question of Competition 


“Some of the smaller companies think 
this standard would accentuate compe- 
tition for business; they fear it for this 
reason. It is the only reason I can fina 
with any logical foundation. It is 
thought that some of the companies 
granting non-participating policies 
would reduce their premium rates, ages 
20 to 35. Many of them would do so, 
and probably make money by the re- 
duction. They could afford it, and 


every economically managed non-partic 
pating company in the country co 

also afford it, and doubtless make mor 
money at these younger ages than th 

can at the older ages which are yw 
hampered. 

“The real competition does not exis 
as between one non-participating com 
pany and another, but lies in the appj 
cation of the great principle of non-par 
ticipating vs. participating insurano 
This is the real and vital subject of com 
petition. Several participating com. 
panies have reduced their net cost a 
ages below 30 to a rate below thy 
which non-participating companies ar 
forced to charge. 


“Non-Par” Company at Disadvantage 


| “Accordingly the non-participating 
company is at a serious disadvantage in 
competing with the participating com. 
| pany. If recent improvement in mortal 
ity continues, this disadvantage will be. 
come more and more accentuated from 
year to year, and every non-participating 
company in the country will suffer. It 
is an arbitrary situation which busines 
conditions do not uphold or support. 

“If the non-participating companies 
remain hampered in this way there wil 
be a flowing tide towards participating 
policies at the young ages. The educa 
tion of young men in life insurance wil 
be in participating insurance; because it 
will prove cheaper. If they cannot get 
competitive terms from non-participat- 
ing companies, they will surge to the 
participating. The effect of this educa 
tion on the population will be serious 
from the non-participating standpoint. 

“That there is room for both partici 
pating and non-participating insurance 
in the country is surely admitted; yet 
the present arbitrary fixing of the pre 
mium rates for non-participating insur- 
ance higher than is necessary is likely 
to have the effect of driving applicants 
into participating insurance. 


Effect on Smaller Companies 


“It is therefore clearly in the interests 
of the large mutual companies (unre- 
stricted in their dividend action at young 
ages) to maintain the status quo. So 
they solemnly preach their great con 
cern for the welfare of the smaller non- 
participating companies! 

“Moreover, the smaller companies do 
not seem to realize that one or two 
large and wealthy  non-participating 
companies could almost afford to re 
duce their premium rates, despite the 
present law, set up ‘deficiency reserves, 
and start some real ‘cut-throat’ competi 
tion which the smaller companies would 
be powerless to meet. The smaller 
companies could now meet such reduc 
tion in premium rates if the law were 
changed; they too could reduce thei 
premiums. But if the large compamies 
reduced theirs without a change in the 
law, it would be a sad day for the 

(CONTINUED ON PAGE 29) 
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GOOD-BYE, DARBY 


—— 








for many years manager of the | crated word we speak to those we love 


O:« the departure of Darby A. Day, | “God be with you.” It is the coms 


Mutual Life of New-York in Chi- 
cago, to Los Angeles, which he will 


make his future home, General Agent | 
Julius H. Meyer of the New England | ‘ 
| endeavor, and who, by the power of hi 


Mutual Life, a great admirer of Mr. 


Day, wrote a bit of sentiment which ex- | 


presses the feeling of Chicago life insur- 
ance men for Mr. Day. Mr. Meyer 
said: 

In many foreign tongues, the word 
of parting rings a wishful note for a 
safe return. The French au-revoir and 
the German aufwiedersehen bid fare- 
well with this hope expressed. 

We prefer our own good old Ameri- 
can phrase, “Good-bye,” when spoken 
from the heart. It breathes the prayer, 


take you far away across continents am 


Good-bye! Darby! This is our 10m 


| farewell to a friend and colleague wh 


has “made good” in this field, who has 
inspired us all tu scale loftier heights % 
personality and the loyalties of his life, 
has endeared himself to us. * 

Good-bye! Darby! Though long ot 
tances may separate us and your trave® 


seas, whenever you look back on C 4 
cago, you will always see our Le ver 
waving encouragement, our faces lightet 
up with true friendship and our hearts 
| gladdened by the opportunity that wh 
ours to know you and to work wi 
| you. 





December 25, igogmpec mi 


| 
| 
| 


| 
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(No Wonder He Smiles! 


On September 16th 


One Perfect Protection Man already paid for over 
$1,500,000. Another paid for over $750,000. Two others 
paid for over $500,000. Ten others paid for over $250,000. 
Seventeen others paid for over $200,000. 


And in the Whole Organization 


One in every four full time representatives already paid 
for over $100,000. These are Perfect Protection Men 


And this is Perfect Protection 





$ 50.00 weekly, for an unlimited period during disability by 
accident. 
50.00 weekly, for 52 weeks during sickness. 
3,200.00 every year for life, ble monthiy i totally and ———— 
permanently disa’ by accident. lo further - 
miums to pay and no deductions from the face the 
The Seven “Points 


of RELIANCE 


3,200.00 for one fae y if totally and permanently disabled by 
* 
Service 


00 h i thi: ite, 
each year in monthly pegmaein, 
1. A direct contract with the Company with the general or 


armas We 


When You 
Met a 


Successful Man 


thereafter for life. No premiums to pay 
no deductions from the face of the life policy as the 
result of payments so received. 


5,000.00 payable upon natural death. 
15,000.00 payable upon death by accident. 




















E was as much a stranger to you as “the 
man the world forgot.” You knew 
nothing of his business, his finances or the 
clubs he frequented. Yet, you remembered 
him. It was just his enthusiasm, after all, 
that fixed him for all time in your memory. 

Perfect Protection Men possess that 
rare quality which goes hand in hand with 
prosperity. 

Perfect Protection Men are life under- 
writers—plus. 


state agent’s commissions eliminated. 

Unrestricted territory. 

Perfect Protection—the service which succeeds when life 
insurance alone often fails. 

The Reliance Branch Office system of miniature Home 
Offices which provide quick and adequate facilities for 
business transaction. 

An equipped office in the Branch Office cities with no 
cost of overhead. 

The personal counsel and cooperation of Reliance Super- 
visors—salaried Home Office representatives—in agency 
building. 


Reliance Life, which gives its representatives the prestige 
of a strong, progressive institution. 


By its administrative policy, this institution will never outgrow its ability to 


render 


ized service to its agency representatives. Should you be interested 


in the unusual plan of Reliance Life operation, a letter to the Home Office will 


bring complete information. 








LIANCE LIFE 


PERFECT} 





THE RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
FARMERS BANK BUILDING, PITTSBURGH, PA. 
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ST. LOUIS SALESMAN FINDS USE OF 
CHAUFFEUR ADDS TO HIS PRODUCTION 





surance producer flit with a 

flivver trying to find a suitable 
parking space when chauffeurs are still 
quoted cheaper on the hoof than top 
notch insurance salesmen?” 

It is not certain that Robert Cleland, 
star salesman for the International Life 
of St. Louis, used exactly that line of 
logic to reach the conclusion that it was 
better for him to let someone else worry 
about traffic problems in the congested 
and outlying sections of the city while 
he specializes on insurance sales, but he 
has found his innovation a profitable 
one. 


Can Time Himself to Minute 


Under his present arrangement he 
does not do any driving himself during 
business hours. When he has a call 
to make in the downtown district, he can 
time himself to the exact minute, know- 
ing that his automobile will be available 
when he needs it. He never has to walk 
a half mile or so to and from a suitable 
parking space. 


‘W/ HY should a million dollar in- 





| 


where he has his appointment, alights 
and goes to meet the man who is ready 
to buy insurance. He never worries 
about being parked too near a fire plug, 
nor if he is in a one or two-hour park- 
ing zone. The chauffeur drives around 
the block and picks up Mr. Cleland 
when he is ready for the next call. 

Relieved of every driving worry, Mr. 
Cleland is enabled to concentrate on 
the selling of insurance. Between stops 
he can arrange his papers, look over 
notes concerning the prospect he intends 
to call on next. He is at ease; tight 
places do not bother him. And when 
he calls on the man to whom he hopes 
to sell a policy he is 100 percent 
efficient. 

Mr. Cleland has been with the Inter- 
national Life since March 5, 1920, and 
early demonstrated his ability to write 
big business consistently, but it was not 
until 1922 that he broke into the mil- 
lion dollar class. That year his written 
business totaled $1,270,372 and he came 
back the next year with $1,011,872. 

The following year, 1924, he moved 


He simply drives up to the building 'a notch higher on the insurance ladder 





and entered the $2,000,000 class with a 
total written production of $2,015,000. 
His early writings this year indicate 
that he will beat 1924. The first ten 
months of 1925 he wrote at the rate of 
$177,000 per month. 

Is Consistent Producer 


A study of his record indicates that 
Mr. Cleland is a consistent producer. 
An analysis of his work with the Inter- 
national reveals that in but one month 
during the almost six years he has been 
with the company has he failed to write 
and pay for at least $5,000. And that 
month he was in a hospital. That is a 
record for persistency that will compare 
very favorably with the best marks in 
the country. 

Mr. Cleland is neither of the old nor 


the new school of insurance, but a happy | 


cross between the two. He has the 
pleasing personality of a southern gen- 
tleman with the efficiency of a Yankee 
advertising manager. He talks tires 
and tubes between rates and policy 
plans if his prospect is an ardent autoist 
and keeps abreast of the current topics 
so there will be no fatal blank moments 
in an interview. 


“Gossiping” Sometimes Pays 
Of course, there are life insurance 


men who object to such procedure. 
They insist that the prospect should be 
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LIFE AND ACCIDENT INSURANCE COMPANY 


| Fewer NNN 


Ordinary Life Insurance 
Group Disability and Group Life Insurance 
Accident and Health Insurance 
On The Commercial, Monthly Premium 
And Pay-Order Installment Plans 
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overwhelmed with insurance; that eve 
second of the interview should be 
up with a discussion of policy play 
rates and the insurance needs of thy 
man or woman to be sold. 

Perhaps that is right. But, as ey 


| experienced news writer has found thy 


apparently small talk or gossiping yw; 
prominent men has led to some of ¢ 
best news stories ever published, 
while Mr. Cleland may spend just 4 
little more time per interview, his year, 
production indicates that he isn’t wasting 
any moments. 
Often Uses Cold Canvass 


While he believes in picking prospecy 
with care, he very often works from 
cold canvass. He is confident of his 
ability to sell life insurance for the Ip. 
ternational strictly on the merits of th 
policies issued by his company. 

He never attempts to “twist” or t 
rap the other fellow’s insurance. If th 
prospect has policies with another good 
company, he doesn’t hesitate to tell him 
so. He goes on the theory that no on 
can have too much good insurance, and 
when he meets a man who has insu. 
ance with other companies, he simply 
adds the superstructure to a_ good 
foundation. 


SHARP COMPETITION IS SEEN 


Some Companies Writing Group Insw. 
ance are Making Liberal Guaran- 
tees in Way of Refunds 


Many of the companies writing grou 
insurance are making a sharp drive for 
business at the close of the year and 
are offering some very handsome in- 
ducements. In a case in Indiana re 
cently, one of the companies offered a 
64 percent guaranteed return in case 
the premiums were $3,000, 65 percent 
in case they were $3,500, 66 in case they 
were $4,000 and so on up to 68 percent. 
Another company jumped in at this 
time and offered a 75 percent guaran- 
teed return. This led the first company 
to increase its bid to 80 percent and it 
secured the business. Seemingly where 
there is very sharp competition it nar- 
rows down to a barter and sale propo- 
Sition between the applicant and the 
company. 


Entire Family Covered 


An entire family was recently insured 
in the Equitable Life of Iowa by A. M. 
Gilpin of the Mason City agency oi 
that company. Mr. and Mrs. 
Gordon and their four sons, Lawrenct, 
Gaylord, Norman and Ernest, each ap- 
plied for a life insurance policy on the 
same day. The boys’ policies were for 
$5,000 each. Those applied for by the 
father and mother were for $1,000. The 
applications were written on the same 
day, the entire family was examined on 
the same day, the policies were issued 
at the home office on the same day and 
Mr. Gilpin delivered them all on the 
same day. 


Walton S. Redfield 


Walton S. Redfield, son-in-law 0 
Glover S. Hastings, superintendent 0 
agents of the New England Mutual Lie, 
has been appointed manager for Boston 
for the Equitable Life of Des Moines, 
Iowa, which was admitted to Mass 
chusetts last week. Mr. Redfield has 
had considerable life insurance exper 
ence and formerly was in Providence, 
R. I., where he built up a fine roe 
tion for excellent work in the life nelé 
He has bee nconnected with a Bostor 
office for the past few years. 





Home Life Convention 


NEW YORK, Dec. 24.—According © 
John H. Scott, chairman of the Peceral 
committee of the Home Life Ge 
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INSURANCE COMPANY 


Des Moines, lowa 







Strong and Progressive 










Paid to Policyholders— 


Over—$19,000,000.00 







Insurance in Force— 


Over—$ | 38,000,000.00 











A. C. Tucker, President 






. D.C. Costello, Secretary Wm. Koch, Vice Pres. 
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“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may 
be made to “glitter’°—BUT 







The real gold that an Agency contract 
puts into YOUR pants-pocket is the real 
measure of that contract. 


DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVER- 
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d, : 

Spri held, Til. 1. For Agencies less than five years old 
Fort Wayne, Ind. old $3,500. 

South Bend, Ind. 2. For Agencies up to seven years old 
Terre Haute, Ind. $6,000. 
Burlington, lowa 3. For Agencies over tem years old 
Mason City, Iowa , 
| Nay que 

enver, Volo. REMEMBER THAT’ ST 










Columbus, Ohio 


Dayton, Ohio 
Springfield, Ohio These men know how real geld 





















Nashville, Tenn. glitters—and they know it paid them 
Amarillo, Texas to get and keep an Agency contract 
El Paso, Texas that is Right. 
Norfolle Varo 
3. a. 
Richmond, Va On Agency Matters Address 
oanoke, a. 
Yakima, Wash. oO. J. LACY 
Wenatchee, Wash, 2nd Vice-President 























THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL—“‘Where the Great Northwest Begins’’ 
The Minnesota Mutual now a $107,000,000 company 





























Central States Life 


Insurance Company 


St. Louis, Mo. 


General Agency Openings in 


ILLINOIS 
MISSOURI 


FLORIDA 
SOUTH DAKOTA 


All Ages up to 65. 

Participating and Non-Participating. 
Standard and Sub-Standard. 
Disability and Double Indemnity. 


ASSETS: $6,500,000 


INSURANCE IN FORCE $65,000,000 


































FLINT 
The Magic City 


Forty years ago Flint was a struggling sawmill town. 
Today Flint leads even Detroit in the number of auto- 
biles manufactured, and is led only by Highland Park, 
where the Ford plant is located. 


Over 1,900 homes were built in Flint in 1923. Its 
population has grown to over 100,000. A fine spirit of 
loyalty and service to the “Old Home Town,” an un- 
bounded energy in overcoming handicaps and obstacles 
have made Flint a city truly magical in its growth and 
development. 


A tremendous volume of life insurance has been and is 
being written in Flint. The continued growth of the 
city opens up continually bigger life insurance oppor- 
tunities. 


The Register Life wants a first-class man to build up 
a prosperous general agency in Flint and surrounding 
counties. If interested, write 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 






Davenport, Iowa 
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Pan-American Life 


Producers Club 


Within the last thirty days more than 200 of 
our best producers have qualified for mem- 
bership in our Producers Club which entitles 
them to special privileges in connection with 
our Sales Planning Department. 


One particular service offered by our Sales 
Planning Department is circularizing for 
insurance prospects with certain guaranteed 
results as to number of leads actually sup- 
plied and commissions earned. 


This is only one of the many attractive fea- 
tures the Pan-American offers its field rep- 
resentatives. 


Pan-American service also includes— 


Educational Course 
Unexcelled low-cost Life Policies 


Sub-standard Policies for Under-average Lives 
Lives 


Child’s Educational Endowment 
Group Insurance 
All Forms of Accident and Health Insurance 


We have a few general agency openings for men 
who are not at present attached. 


Address 
E. G. SIMMONS 


Vice-President and General Manager 


PAN-AMERICAN LIF 
INSURANCE CO. 


NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President 























REVIEW OF LIFE INSURANCE FIELD 
FROM THE 1925 STANDPOINT 





By HENRY F. TYRRELL 
Legislative Counsel Northwestern Mutual Life 


ten in the American life insurance 

companies in 1925 at $15,400,000,000, 
President William A. Law of the Penn 
Mutual Life justifies the significant 
statement that the institution of Ameri- 
can life insurance in that year attained 
to the peak of its service and closed the 
last year of the most momentous quar- 
ter century of all history with a record 
which, so late as five years ago, would 
have been deemed unbeatable for years 
to come. 

Due to a series of circumstances which 
revolutionized the civil world, the year 
1920 witnessed the peak of American life 
insurance distribution and, by the same 
token, that of international life insur- 
ance. It gave to the institution a record 
of achievement considered well nigh un- 


|‘ estimating the new insurance writ- 


HENRY F. TYRRELL 


beatable, but the year just finished, with 
no extraordinary circumstances to help 
it, has beaten the old record and has 
established one which, however, will 
be beaten within a short time—possibly 
within the year just dawning. 


Life Insurance Struck Its Stride 


This statement is made rather con- 
fidently because life insurance has 
finally struck its stride and it has done 
so by introspection. In the olden days, 
life insurance often waited for some out- 
side influence to force it into action. 
Legislatures even were accustomed to 
tell life insurance what to do. Now life 
insurance managements exercise all the 
ingenuity of which they are capable, to 
extend the service as a voluntary and 
very sensible impulse, manifested by a 
“broadening of the beneficial provisions 
of its policies; by a greater liberality of 
contracts; and by new phases of service.” 

Life Insurance Advertising 


Throughout all of the year just ended, 
this earnestness on the part of American 
life insurance manifested itself in various 
ways. For instance, there was a real 
effort made to consider the possibilities 
of further advertising life insurance. It 
must be said in all candor that this side 
of the institution has not been given 
attention properly and, consequently, 
not sufficiently. It is a great problem in 
which the future possibilities of life in- 
surance are closely involved. 


Non-Medical Life Insurance 


The broadening of service so as to do 
away, in a measure, with the traditional 
medical examination, is another signifi- 
cant feature of the year 1925. The rec- 
ognition by several states and the Dis- 
trict of Columbia of the advisability. of 
re-codifying the insurance laws is indica- 





tive of the growth and development 9 
the business. Earnest reference to this 
situation by W. R. C. Hendrick, as pres. 
ident of the National Convention of Jp. 
surance Commissioners, in his _ initia 
address to that body in Chicago late ip 
1925, was a very significant feature 9 
the year. The agitation in favor of a ney 
mortality table shows something of th 
attitude, from the inside, of thos 
charged with the administration of th 
business. The consideration given ty 
such incidental features of life insurance 
as total and permanent disability prov: 
sions likewise shows the interest of man- 
agements in the growth of the idea of 
personal coverage. 


Development of Agency Branch 


The development of the agency 
branch of the business along profes. 
sional lines, both within the company 
and among the agents themselves, was 
a real feature of the last year. And so 
the record might be enlarged, but, after 
all, the experiences of each year of 
American life insurance finally merge 
into the history of the institution. Asa 
dear old school teacher of mine used to 
say, “Sufficient unto the day is the evil 
thereof.” 


Twenty-Five Years’ Service 


As the year 1925 closes a quarter cen- 
tury the like of which has never been 
known on this earth, it may be interest- 
ing, as it is perfectly proper, to call at- 
tention to some of the material accon- 
plishments within that era. The figures 
are taken from President Law’s address 
before the Association of Life Insurance 
Presidents, at its meeting held in De 
cember, 1925, in New York. The insur- 
ance written in the American life com- 
panies in 1900 was $1,850,000,000. In 
1925 it was $15,400,000,000. The total 
life insurance in force in 1900 was $8, 
562,000,000. In 1925 it had grown to the 
enormous sum of $72,000,000,000. The 
total assets of all American life com- 
panies in 1900 were $1,742,000,000, while 
at the end of 1925 they approximated 
$11,500,000,000. In 1900 there was a 
total of 10,000,000 policyholders m 
American companies, with an average 
policy of $856. In 1925 there were no 
less than 54,000,000 policyholders, with 
an average policy of $1,333. In 1900 the 
per capita insurance was $111. Now it 
is $630. 


Surface Is Just Scratched 


Despite this wonderful showing, the 
fact remains, nevertheless, that Ameri 
can life insurance has scarcely scratched 
the surface of its possibilities. The i 
tensive study now being directed to * 
by managements of companies and the 
growing needs of the public for protec 
tion, give promise of a glorious future 
which will make the past appear almost 
weak and puny. 


Des Moines Companies Active 


DES MOINES, IOWA, December 2. 
—The Merchants Life here is closing 
the year by making December Prest 
dents Month in honor of President 
William A. Watts whose_ birthday * 
Dec, 28. The Equitable of Iowa is str 
ing to better November's product®® 
which was 44 percent above Novem 74 
last year. The Bankers Life has < 
mark of $15,000,000 for December, = 
will bring the company to its goa ing 
the year. The Royal Union !s featur! 
its new Christmas income policy. 


Name of Firm Changed 


Frank J. Haight, the consulting . 
ary in Indianapolis, has taken 1m pe 
new partners. The firm name 1s 
Haight, Davis & Haight. 
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Ninth in the U. S. A. 


In 14 years this Company developed an accident 
and health business that placed it in 9th place 
among all the companies of the United States in 
amount of disability claims paid. And it is now 
making equal progress in the development of the 
Life Insurance Department. 


BUSINESS MEN’S ASSURANCE 
COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 














Attractive Agency Openings in Thirty-Five States 


To Agents who are Master Masons we offer: 


Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons only—at Net Cost 


Insurance in Force over $190,000,000— 
Assets over $15,000,000. 


ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 
HOMER BUILDING WASHINGTON, D. C. 








THE CENTRAL LIFE 
INSURANCE COMPANY 


Fort Scott Kansas 


Oldest Kansas Agency Openings In 
Company Kansas and Missouri 








Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


insurance newspaper. 























DISASTROUS EFFECTS OF TWISTING 


Ethical Competition Is of Benefit to All Those Concerned 
BY W. T. GRANT 





President Business Men’s Assurance 


ing improvement with respect to 

the adverse effects of competition. 
The chief result of this better situation 
is that there is a larger amount of good 
public goodwill towards insurance, pro- 
portionate to interviews and business 
written, than at the close of any previous 
year. 

One reason for the improvement is 
found in the higher class of salesmen, 
who tend to sell their own proposition, 
and the institution of insurance and who 
do not resort to destructive comments 
against other companies. There has also 
been distinct advance in the various as- 
sociations, through which the com- 
panies, the company officials and the 
salesmen themselves have further built 
up the cooperative spirit of mutual in- 
terest in promoting the public’s appre- 
ciation of insurance. 


Tiss year 1925 has shown a gratify- 


Less Destructive Competition 


A special reason for the comparative 
absence of destructive competition is 
that there have been fewer new and 
uncertain companies in the field, des- 
perate for business. Heretofore the 
competition from that source has often 
been especially demoralizing to public 
goodwill. Whatever the standards set 
by the owners or directors of new com- 
panies, some salesmanagers have at 
times. been so eager to produce that 
they have veered away from the ethical 
principles that they believe and profess. 
But there are not now so many com- 
panies in the position of needing busi- 
ness and pressing their managers for it. 
Furthermore, even in the newer com- 
panies that may be presumed to be 
stretching every effort to build up pres- 
tige and volume, there is less tendency 
to secure business through destructive 
competitive methods. 


More Cooperation Shown 


The newer companies have caught 


| that spirit of the times which is most 


strikingly shown in the attitude and 
methods of the companies longer in the 
field. The company officials themselves 
have been cooperating more and more; 
the associations of companies and man- 
agers have grown in membership as 
well as in efficiency of organization 
work. Their example is bearing fruit 
in the higher standards of competition 
among salesmen. The ideal expressed 
and felt by the officials of gaining pub- 
lic confidence for the service offered 
by insurance is demonstrated in the ten- 
dency of all connected with insurance 
to speak well of all companies. 

The very fact, however, that condi- 
tions have improved so markedly brings 
into greater prominence the actual 
losses, the unnecessary waste for com- 
panies, public and salesmen still charge- 
able to competition. There is no ques- 








STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 


Cooperation with its salesmen and service to its policyholders have characterized the 
EIGHTY YEARS OF LEARNING HOW 

that 

MAKE STATE MUTUAL FAMOUS NOW 


D. W. CARTER, Secretary 


STEPHEN IRELAND, Superintendent of Agencies 


B. H. WRIGHT, President 








tion that companies are forced to plac 
an exorbitant burden of acquisition oy 
new business, which materially adds 
the public’s cost for insurance. 


Is a Heavy Burden 


Our own experience demonstrates th: 
weight of this burden, and no doubt aj 
other companies find the same situ. 
tion. We paid approximately $500,0m 
in commissions in 1925 to produce a 
net increase in premiums of something 
less than $500,000. If we could hav 
saved all of the old business and at the 
same time could have shown the sam 
volume of new business, we would have 
shown an increase in premium income 
for the year of nearly $1,500,000. Or, 
looking at it from another angle, we 
would have made this same increase by 
the expenditure of less than one-third 
of what was actually expended. Nearly 
$400,000 is the tax placed on the com- 
pany, finally on the policyholders, for 
having to replace business, much of 
which would have continued permanent 
except for the aggressive competition 
i salesmen of other companies. 


Must Pay New Commission 





A large part of this burdensome com- 
petition is based on friendship between 
the policyholder and the salesman of 
the company seeking to secure his favor 
But the company formerly holding the 
business has to pay a commission for 
replacing that policy, and ‘the company 
that gains through such a friendship 
is in turn itself later burdened by the 
same sort of circumstance operating 
against it. 

This useless transferring of business 
from one company to another is now 
the greatest obstacle to economical 
acquisition, and the economical admin- 
istration of the interests of policyhold- 
|ers. It is also the greatest obstacle to 
; the most efficient service of the sales- 
men in spreading still more widely, and 
impressing still more deeply, the con- 
viction of need for immediate and ade- 
quate coverage and the opportunity to 
get such need filled immediately and 
satisfactorily. 


Knowledge of Insurance 


The average business man knows 2 
great deal about the subject of insur- 
ance, as far as its benefits to himself, 
his dependents and his business are con- 
cerned. The public, as a rule, accepts 
insurance as a practical necessity and 
unhesitatingly puts confidence in almost 
any company that has been able to 
satisfy the insurance departments of the 
states in which it operates and secure 
the necessary license for the transac- 
tion of its business. The reason for 
this state of mind in the public is that 
a great army of insurance advisers 's 
going about preaching the doctrine 0 
protection. While each individual em- 
phasizes the features of the policies 0 
his own particular company, yet, alter 
all, the big dominant thought is that 0! 
protection. It is no wonder that with 
such a vast number doing everything 
within their power to impress the at 
tractive and helpful features of insur: 
ance service, the aggregate increas¢® 
goodwill toward our business that % 
growing day by day is tremendous. 


Payments Create Good Will 


Another factor creating goodwill and 
appreciation of insurance is the large 
amount of money being paid daily . 
benefits under policies. As a result 0 
these payments, friends, neighbors an 
acquaintances of those who are — 
ing the direct benefits, regardless of t 4 
company in which the insurance may 
have been carried, have a greater appre 
ciation of insurance and will offer less 
resistance when appealed to by 2 repre- 
sentative of any company. Thus — 
sale of a policy which converts one © 





nm 
more persons more fully to recogmiti 











ed to place 
UISition op 
lly adds tp 
e. 


iStrates the 
> doubt aij 
ame situa. 
Y $500.00 
Produce a 
something 
Ould have 
and at the 
the same 
vould have 
im income 
000. Or, 
angle, we 
icrease by 
one-third 
Nearly 
the com- 
ders, for 
much of 
ermanent 
»m petition 
eS. 
sion 


ome com- 
» between 
esman of 
his favor 
Iding the 
ission for 
company 
riendship 
d by the 
operating 


business 
* is now 
onomical 
1 admin- 
licy hold- 
stacle to 
he sales- 
lely, and 
the con- 
and ade- 
unity to 
‘ely and 


nOWS a 
f{ insur- 
himself, 
are con- 
accepts 
ity and 
1 almost 
able to 
s of the 
| secure 
transac- 
son for 
is that 
isers 1s 
rine ol 
ial em- 
icies Ol 
t, after 
that of 
at. with 
rything 
the at- 
insur- 
creased 
that 1s 
us. 


ill and 
large 
uily m 
sult of 
rs and 
receiv- 
of the 
» may 
appre- 
r less 
repre- 
every 
yne Or 
nition 















December 25, 1925 


LIFE INSURANCE EDITION 











of the benefits of insurance, and every 
payment of a benefit, works to the ad- 
vantage of all other companies and sales- 
men, as well as to the advantage of the 
company and salesman that secured the 
business or paid the benefit. 


New Prospects Made 


So here we have a vast amount of 
goodwill being built up, steadily increas- 
ing the prospects for new business, ex- 
panding the field so greatly that all the 
salesmen working could not possibly 
interview and write all the people who 
need and are ready to buy their first, 
or additional, insurance. We _ can't 
glance at this field without feeling 
chagrin that insurance men themselves 
should, with whatever commendable de- 
gree of enthusiasm for their own com- 
panies, be the ones who are most active 
in tearing down that very goodwill and, 
by failing to exercise the plain principle 
of economy, preventing the companies 
from further enhancing the value of the 
service they sell. 

Value of Friendly Competition 


The higher class salesmen are finding 
out for themselves, however, the truth 
of the principle of friendly competition, 
which company officials have discovered. 
Salesmen are finding that it is human 
nature for one to take the part of an- 
other who is being criticized or attacked 
and is not present to defend himself. 
The salesman is finding that when he 
makes a slurring remark about another 
company or another salesman, the pros- 
pect is almost certain to assume the 
defensive for the absent one, and the 
slighting comment is almost certain 
either to defeat the sale or at least 
greatly to lessen the chance of closing. 
It has been found to be poor salesman- 
ship to speak disparagingly of a rival, 
even though such rival might be one 
of the few companies in which the sales- 
man does not have full confidence, even 
if the rival salesman is one whose meth- 
ods are surely known to be unethical. 
The good salesman hesitates to tell even 
what he knows certainly to be true 
adversely to his competitors, unless he 
is very sure that the prospect knows 
him intimately enough to give him credit 
for absolute sincerity. Certainly the 
risk is too great to make a hostile criti- 
cism of a competitor to a stranger. 


Should Have Confidence 


The insurance salesman really ought 
to have and show no less confidence in 
other companies and in other insurance 
salesmen than the general public itself 
does. The insurance salesman ought to 
know even better than the average lay- 
man the legal safeguards thrown around 
the institution of insurance. He should 
know also that with practically no ex- 
ceptions the officers of all companies 
are equally eager and earnest in their 
desire to give good service and equitable 
treatment to policyholders. 

Any salesman who gives thought to 
the subject must see that he will gain 
most in the long run by the least dis- 
turbance he can excite in any pros- 
pect’s mind concerning any other com- 
pany, salesman or policy. Here are 
other salesmen working with him for 
the same great cause in which he is 
engaged. The many reasons that they 
are presenting daily to their prospects 
as to why they should have insurance 
are the very same reasons he himself 
will be presenting. They will secure 
applications from comparatively few of 
all they solicit each day. If those sales- 
men have been of the right character, 
they will leave in the minds of those 
they have interviewed a greater respect 
tor and confidence in this business than 
they had before. 


Others Reap Benefits 


Upon some of the men they leave in 
that state of mind, other salesmen will 
call shortly afterwards. The later 
callers will secure applications from 
Some of these whom the first salesmen 
Were apparently unable to interest. But 
they have left the prospects more inter- 
ested in the particular service, though 
either through lack of closing ability, 
or because of some condition that made 
it seem impossible to the prospect to 


buy at that time, action was postponed. 
Each day every insurance salesman is 
securing applications from those to 
whom the sale had actually been made 
by others. With such a current, such 
a flood of cooperative energy operating 
to create new business, it does seem a 
sinful waste of time, energy and money 
to continue the destructive occupation 
of scrambling business already secured. 


WILDE IS MADE SECRETARY 





Succeeds Arthur B. Woodward, Re- 
cently Resigned, as Head of Acci- 
dent Department of Company 





Frazer B. Wilde, for the past two 
years manager of the claim department 
of the Connecticut General Life, has 
been elected secretary of the accident 
department of the company. He suc- 
ceeds Arthur B. Woodward, recently 
resigned to accept a partnership in the 
New York City agency of the company. 
Robert K. Metcalf, with the company 
since 1921, was named successor to Mr. 
Wilde in the claim department. 

Mr. Wilde first became affiliated with 
the Connecticut General in 1914. He 
went to France with the 301st regiment 
in July, 1918. Returning to the com- 


pany in 1919, Mr. Wilde was made trav- | 
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Empire Mutual 


Life Insurance Company 
of the United States 
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Home Office 
KANSAS CITY, MISSOURI 





EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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enter additional states. 


tion with us. 


‘“24-Hour Service”’ 


AVE you ever wondered what percentage of acceptable applications 
received at the Home Office can be handled within the day? 


Agents operating under the American Central Plan enjoy 24-hour 
service upon 90 per cent of such applications. 


The Complete Coverage Contract, sold by agents operating under the American 
Central Plan, makes it possible to do this very thing. These men sell Life Insur- 
ancé—not simply Death Insurance. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 


of operation will be given gladly to any one interested in considering a connec- 





Details of the American Central Plan and our methods 
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AMERICAN 
CENTRAL 
LIFE 















Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. 


INSURANCE Co. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 








NUMBER TWELVE IN A SERIES OF INFORMATION ADVERTISEMENTS 
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The General Agency Plan 
has been followed by 


Atlantic Life 


In surance Company 
RICHMOND, VIRGINIA 


in building a company which occupies an enviable 
position in life insurance circles. 


There is room in our organization for additional 
general agents who are anxious to build for them- 
selves and capable of taking advantage of real op- 
portunities available in: 


Michigan Texas 


Kentucky Georgia 


Apply to: 
William H. ‘Harrison, 
Vice President and Superintendent of Agents 
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The Peak Load 


To maintain his maximum Peak Load of production, 
and thus derive the utmost income from his work, the 
Fieldman needs every reasonable Home Office aid—quick 
decision on applications, quick issuance of policies, quick 
handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims. 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 










This Company is unexcelled in these various services. 
And it is constantly making improvements. 


We have places for men and women who are content 
with nothing less than the best in life insurance. 








The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

































ILLINOIS IOWA MICHIGAN 


“LA FAYETTE L IFE 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


OHIO 
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eling auditor from the cashier’s depart- 
ment, and that same summer joined the 
claim department. In February, 1924, 
he was elected manager of that depart- 
ment. Mr. Metcalf, the new manager 
of the claim department, graduated from 
Amherst College in 1921 and joined 
the company the same year. Since join- 
ing the company he has had a thorough 
training course in all departments. 


Penn Mutual in Chicago 


The general agency of Stumes & 
Loeb of Chicago, who took the Penn 
Mutual Life a year ago, has made a re- 
markable record. Its new business the 
first 12 months amounted to $7,500,000. 
The members of this firm are large per- 
sonal producers and in addition have at- 
tracted some excellent men. The Penn 
Mutual will write about $18,000,000 in 
Chicago in the three general agencies, 
Stumes & Loeb, C. J. McCary & Co. 
and W. A. Alexander & Co. 


Celebrates Silver Jubilee 


The National Life & Accident is plan- 
ning a silver jubilee celebration at its 
home office in Nashville in the fall of 
1926 in recognition of a quarter century 
of outstanding service rendered by the 
five senior executives of the company. 
A special production campaign is 
planned in connection with silver ju- 
bilee year. 


Life Men Club Officials 


George N. Ayres, vice-president of the 
Central Life of Iowa, is retiring presi- 
dent of the Wakonda Country Club of 
Des Moines. Mr. Ayres has been elected 
a director. G. S. Nollen, vice-president 
of the Bankers Life, and F. W. Hub- 
bell, vice president of the Equitable of 
Iowa, are named members of the board. 


A great source of waste is the mortality 
among policies; that is, the waste result- 
ing from policies that lapse. What are the 
reasons for the excessive lapsing of poli- 
cies? Large numbers of policies lapse be- 
cause they have been only half sold, and 
because the insurance has not been identi- 
fied with a specific purpose which the 
policyholder hopes to carry out, or because 
the agent abandons his client as soon as 
the policy has been delivered—Frank H. 
Davis. 


Life Notes 


Gaius W. Diggs of Diggs & Cary, gen- 
eral agents at Richmond for the Penn 
Mutual, has been elected to the board 
of the Morris Plan Bank of Richmond. 


Frank J. Kipp, 68, retired banker and 
capitalist, and a director of the Old Line 
Life, died at his home in Milwaukee last 
week following an illness of several 
months, 


John B. Cary of Diggs & Cary, general 
agents at Richmond, Va., for the Penn 
Mutual, has been elected president of 
McCabe’s University School Alumni As- 
sociation of that city. 


Loriman P. Brigham, superintendent 
of agencies for the National Life of 
Vermont, was in Des Moines last week 
as the guest of Frank Yost. Mr. Brig- 
ham has just completed a ten weeks’ trip 
visiting agencies throughout the west. 

Wilfred W. Savage, formerly a well 
known insurance man in Hartford, died 
in New York City last week. A graduate 
of Yale, he was for many years employed 
pat actuarial department of the Aetna 

e. 





Edmund Field, field assistant for the 
past year in the life department of the 

ilwaukee branch of Travelers, has been 
transferred to a similar position at the 
Forty-second street branch of the com- 
pany in New York City. 

Superintendent H. C. Winn of the Na- 
tional Life & Accident at Memphis died 
recently after a short illness. He had 
been in the employ of the company for 
ten years and was regarded as one of 
its most promising superintendents. 

T. J. McComb, consulting actuary of 
the Great Republic Life, who resides in 
Oklahoma City, has been spending a 
week at the home office of the company 
in Los Angeles, on business in connec- 
tion with the preparation of a number 
of new policies. 

A boys’ basketball club composed of 
youthful employes of the Atlantic Life 
has been organized, Girl employes have 
also organized a similar club. They will 
compete in a city league at Richmond in 
which a number of business organiza- 
tions are represented. The Life Insur- 
ance Company of Virginia has been rep- 
rerented in the league for several years. 





GET DIVIDEND CHECKS 





BONUS FOR RENEWAL RECORD 





International Life of St. Louis Makes 
Division of Fund Held Over Since 
June 30, 1924 





The annual distribution of deferred 
dividend checks to the surviving mem- 
bers of the 1923-24 International Life 
Club of the International Life of St. 
Louis, took place last week and the 
official affairs of that particular club 


passed into history. Next year the 
1924-25 club members will cut their 
melon. 


Many Fail to Qualify 


The bonus checks were drawn on a 
fund created by the company June 30, 
1924, when the 1923-24 club year closed. 
This fund was then held in trust and 
qualified members who failed to obtain 
a proper percentage of renewals on 
their business or to write the required 
volume of business during each six 
months period in 1925 were eliminated 
from sharing in the final split of the 
fund. Of the 43 members of the 1923- 
24 club but 19 received the bonus 
checks. Twenty-one were disqualified 
for failing to meet the requirements on 
renewals and new writings and three 
for leaving the company. The individ- 
ual bonus checks ranged from $171 to 
$878. 

Some Good Records Made 


: . Whitmer received the big 
check while I. K. Schwartz ranked sec- 
ond with $819. Each had had $300 
placed to their credit when the fund 
was created. Mr. Whitmer drew the 
greater portion because his percentage 
of renewed business was greater than 
that of Mr. Schwartz. He ranked first 
with 97 percent of renewals and Mr. 
Schwartz third in that respect with an 
86 percent mark. However, Mr. 
Schwartz’ record for the club year was 
the most unusual in the history of the 
company, since it represented the first 
six months he was with the company, 
the last six months of the 1923-24 club 
year. 


Fraternal Man Sees 
Value in Non-Medical 
Plan of Picking Risks 


R. JOHN FERGUSON, medical di- 
rector of the Sons of Scotland, at a 
meeting of the Canadian Fraternal 
Association approved the non-medical 
form in writing life insurance. He said 
that the plan could be utilized to good 
advantage in reducing the cost, speeding 
up the acceptance of risks and making 
the work of getting new members easier. 
He commented as follows: p 
“Objections have been and are still 
raised to this method of admitting mem- 
bers. The only one of any weight 1s 
that those who are aware of some im- 
pairment of health would use _ this 
method to secure membership. But the 
questions to be answered, and the i- 
quiries of the committee will prevent 
such adverse selection to any appreciable 
extent. Then further it must be remem- 
bered that fraud by the concealment of 
material information would render the 
contract void will act as a powerful 
deterrent on those who might desire to 
enter a society by the concealing of the 
real condition of health. Murder will 
out, and so will the state of one’s health 
as a general rule. , 
“When one remembers that in the 
conduct of the business of the life im 
surance companies only one applicant ® 
every three, four or five is now medically 
examined, the time seems opportune for 
the fraternal associations to give the 
matter attention, and devise ways al 
means of giving the plan a fair tra! 
‘New occasions teach new duties, 4” 
‘they must onward still, and upwar® 
who would keep abreast with truth. 
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You’ll Enjoy Representing 
a Company Offering — 


—the most attractive and liberal policies now 
available in the insurance field. 

—the safest protection at the lowest net cost. 

—protection in a rapidly growing company whose 
Persistency and Progress Record for 1924 was 
68.30%. 

—copyrighted contracts for the insured with ad- 
vantages not to be had from any other old line 
legal reserve company. 


—its policy holders a safety ratio of $2.78 in as- 
sets for every dotlur of policyholder’s liability. 


Because of the demand for our policies we are needing repre- 
sentatives. It will be to your interest to write for full par- 
ticulars regarding our liberal agents’ contracts. Address 


Louis A. Boli, Vice-President and Agency Director, Wichita, 
Kansas. 


ty jie 
INSURANCE GOMPANY 
National Savings Bldg. 


WICHITA 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 



























TEXAS 


J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 


ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are looking 
for. Why not get in touch with us? 


































The Union Central Life Insurance Company 


CINCINNATI, 


OHIO 


| | are the pleasure of your attention on the air every 
Sunday Evening at a quarter past nine o'clock, 
Central Standard Time, to meet 


Mr. Siegmond Culp 


and his twelve-piece orchestra of Cincinnati 
Symphony Orchestra Artists 


At a later date there will be more brief health talks by the 
Union Central Medical Director, Dr. William Muhlberg, 
for our mutual welfare, that the mortality rate may be 
lower and dividends higher in both your company and ours. 


Station WSAI 
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Wave LenctH 325.9 
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Practical Use of Life Insurance 


AN intensely valuable illustration of 
the use of life insurance in paying off 
the indebtedness of churches is seen in 
the recent incident pertaining to Grace 
Baptist Cuurcn in Philadelphia, where 
Dr. Russert H. Conwe tt, the lecturer 
and educator, left a sufficiently large 
life policy to pay off all the indebted- 
ness, This leaves the church therefore 
with a clean slate. The policy was taken 
out 27 years ago, being a 20-payment 
life contract. In addition to this policy 
Dr. Conwett took out $40,000 for the 
benefit of Tempre University building 
fund. 

Frequently the arguments of life in- 
surance men as to what can be done with 
life insurance in the way of bequests 
seem rather academic. When, however, 


a concrete case is met where indebted- 
ness has been liquidated and an addition 
has been made to a building fund, it 
demonstrates how manifold are the uses 
of life insurance and how benevolent is 
its working. 

There are many people undoubtedly 
who would be glad to take out a $1,000 
policy or perhaps one of somewhat 
larger denomination in favor of a church 
or institution. This field of bequest in- 
surance is just opening. We have paid 
too much attention to the larger pros- 
pects and overlooked the great army of 
people who would be glad to arrange 
for a small policy, the proceeds to go to 
some cause or institution in which in- 
terest is taken and which the prospect 
would be glad to aid. 


Keeping Government in Its Place 


ALL insurance men are interested in 
the recent conference held in Washing- 
ton, D. C., participated in by more than 
100 trade organizations for the purpose 
of halting appropriation of public funds 
for use by government bureaus in purely 
commercial activities. When President 
Cootipce gave his address before the 
New York State CHAMBER OF COMMERCE 
and announced very definitely that he 
opposed the government encroaching on 
private preserves that sentiment met 
with a sympathetic response all over the 
country. 

More and more state, county and mu- 
nicipal authorities are entering into com- 
petition with private initiative. At the 
conference in Washington it was inter- 
esting to see that those present felt that 
the intrusion by the smaller units of 
government is even more vicious than 


those of the national administration. 

Private business has felt the encroach- 
ment of government on a domain that 
is purely economic. The conference took 
the position that the function of govern- 
ment is purely political and not 
economic. During the course of the con- 
ference more than half the members in- 
dicated the penetrations which state, 
county, municipal and federal agencies 
have made into their fields and outlined 
the tendency toward further intrusion. 

Why do governments desire to extend 
their activities into private enterprise? 
Sometimes it is for the sake of political 
expediency and then again it is due to 
the desire to extend bureaucracy. 

The conference undoubtedly felt that 
the time had come when private busi- 
ness must protect itself against further 
invasion of government. 


Interest in Accident Prevention 


Wuite the casualty companies writing 
automobile insurance are primarily inter- 
ested in reducing accidents and are doing 
everything in their power to contribute 
to the symposium on accident prevention, 
the life insurance companies should not 
be backward in extending their good of- 
fices in this same direction. 

The mortality rate from automobile 
accidents is increasing. Every life insur- 


ance company that has much business on 
its books is impressed with the fact that 
many accidental deaths come from the 
automobile. Much life insurance now 
carries the double indemnity feature 
which adds to the mortality rate. It be- 
hooves the life companies to do every- 
thing in their power to cut down the auto- 
mobile accident death ratio, which is one 
of the great menaces today. 


Providing an Old Age Fund 


UNpDouUBTEDLY as people become more 
and more acquainted with what life in- 
surance can do toward providing a fund 
for old age, indigency will decrease. The 
saving of money for the payment of life 
insurance premiums encourages thrift. 
The person who possesses a life insur- 
ance policy already has an incentive to 


save. He is a capitalist though it may 
be on a small scale. 

Civilization today is undoubtedly suf- 
fering from great extravagance. People 
feel that while the money is coming in, 
it is worth spending. Study the records 
of any probate court and one is amazed 
at the fact that if life insurance had not 


been purchased, there would be mighty 
little left for dependents. 

Old age pension plans are frequently 
mentioned. In some governments on the 
other side of the water it has become a 
state function to provide some provision 
for old age dependency. The state feels 
that it is incumbent to help dependent 
old people who are not able to support 
themselves. With the introduction of 
the monthly income policy and the re- 
tirement annuity it is possible to provide 
a sinking fund that will take care of old 
age. This places a person in an inde- 
pendent position. 

While life insurance should be sold to 


provide for dependents, to protect busi. 
ness, to insure an education, and so on, 
one must not forget what W. E. Nicy. 
ots of the New York Lire in Chicago 
frequently calls “old man insurance.” 
The recent Pennsylvania old age as- 
sistance commission which report cover. 
ing 3,000 aged persons, who applied to jt 
for assistance, found that the average 
total possessions of the applicants was 
less than $24 and the average amount of 
savings was only $6.75 per person. 
Three out of every four were dependent 
on someone else for support. This of- 
fers of course a great argument for life 
insurance to provide for an old age fund, 














PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 








Bruce Whitney, manager in Wiscon- 
sin for the Mutual Life of New York, 
who retires Jan. 1 in favor of Gifford 
T. Vermillion, is planning to take severa! 
months’ rest before reentering the life 
insurance business with the Mutual Life. 
Mr. Whitney will take a cruise to the 
West Indies and loll about in the tropics 
for several months before returning to 
Milwaukee. Upon his return, he will 
open an office there, probably proffering 








life insurance counsel service to the 
public. Mr. Whitney is one of the best 
and most popular life insurance men in 
Milwaukee. 


Samuel B. Love, Virginia manager 
for the Mutual Life of New York, has 
blossomed out as a poet. In the De- 
cember issue of “The Commonwealth,” 
organ devoted to the interests of the 
Richmond agency of the company, the 
following bit of Yuletide verse appears 
over his “John Hancock”: 

Turn aside from busy cares, 

Turn aside from sorrow, 

Smile away the welling tears, 

’Tis Christmas on the morrow. 


Children’s laughter bright and gay, 
Mistletoe and holly; 

Put the saddened thoughts away, 
Laugh and let’s be jolly. 


The verse is set off by a pen sketch 
of-a little boy and girl wreathed in holly 
and tripping the light fantastic. This 
is the work of his daughter, Miss Dixie 
Love, who has been studying art in New 
York for the past year or so. 


E. C. Singleton, manager of the finan- 
cial department of the Missouri State 
Life. has been elected second vice-presi- 
dent of the company. He began his in- 
surance career with the Missouri State 
Feb. 2, 1922, as manager of the employ- 
ment division. On Jan. 1, 1923, he was 
placed in charge of the administration 
department, which position he held un- 
til July 1, 1924, when he was promoted 
to the financial department. 

After taking charge of the financial 
department for the company he inau- 
gurated an investment budget system 
which had the effect of equalizing the 
distribution of the company funds be- 
tween farms and city loans. Prior to 
that the company was known only as a 
farm loan company. Under his admin- 
istration the financial department has 
made loans aggregating $17,000,000. He 
is a graduate of Washington Univer- 
sity, St. Louis, class of 1922. 


Julius H. Meyer, Chicago general 
agent of the New England Mutual Life, 
gave a dinner to his agents and office 
force Monday night in recognition of 
the great work done during the year. 
Mr. Meyer’s agency will pay for over 
$5,000,000 in 1925. 


Dr. James Taggart Priestley, for 40 
years medical director of the Royal 
Life of Des Moines, who died the other 
day, was the grandson four times re- 
moved of the famous chemist who was 





ley. 








the discoverer of oxygen, Joseph Priest- 


DR. JAMES TAGGART PRIESTLEY 


He was the dean of the medical 
profession in Des Moines, having re- 
tired from active practice on his 70th 
birthday three years ago. Last June 
he was given the honorary degree ot! 
doctor of science by the University ot 
Pennsylvania. 


Clifford Ireland, director of trade and 


| commerce of Illinois, who has been giv- 


ing personal attention to the insurance 
department, will resign shortly after the 
first of the year after he has gotten a 
few unfinished duties disposed of. Mr. 
Ireland has had a number of sugges- 
tions made to him for his future. He 
is an attorney and may give his atten- 
tion *o the practice of law in Peoria, 
Ill Some insurance companies have 
made overtures to him. He is being 
talked of as a successor to T. W. Black- 
burn, secretary and counsel for the 
American Life Convention. Mr. Ireland 
is a very capable man and has given 
his office splendid service. He acted as 
the official host at the recent National 
Convention of Insurance Commission- 
ers meeting in Chicago. Mr. Ireland 
served as a member of Congress from 
his district. He was formerly president 
of the Western Live Stock Insurance 
Company of Peoria. It is not expected 
that Mr. Ireland’s successor will give 
any special attention to the insurance 
department, but that Alex J. Johnson. 
present insurance superintendent, will 
take a more active part in department 
work. 


Clifford L. McMillen, home general 
agent for the Northwestern Mutual Life, 
was elected president of the University 
Club of Milwaukee at its annual meet 
ing. The University Club is one of the 
most exclusive organizations of its kind 
in the city and Mr. McMillen has been 
prominent in its activities for many 
years. The club is planning erection 0 
a $550,000 club house on the lake front 
in Milwaukee. 
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~ LIFE AGENCY CHANGES | 


pRiGG GETS MILWAUKEE POST 

















Becomes Superintendent of Agents for 
Mutual of New York—Other Terri- 
torial Rearrangements 





Walter E. Rigg, for the past ten years 
associated with the Mutual Life of New 
York, much of that time as field super- 
‘ntendent of the St. Louis under J. F. 
Hathaway, manager, has been appointed 
superintendent of agents for the Wis- 
consin branch at Milwaukee, effective 
lan. 1. Mr. Rigg succeeds G. A. Sat- 
tem, who becomes manager at the 
Omaha branch, taking the place of R. 
E. Spaulding, who has been given part 
of Darby Day’s Chicago territory for the 
Mutual Life. : 

The general shakeup in the Mutual 
Life organization caused by Mr. Day’s 
resignation and division of the Chicago 
field has another reaction in Milwaukee. 
I. H. McBreen, assistant cashier at the 
Milwaukee agency for the past 10 years 
and a Mutual Life employe for 15 years, 
resigns Jan. 1 to become cashier for the 
Claude Coyner agency at Chicago, an- 
other offshoot of the Darby Day agency. 

The Wisconsin agency also loses 
parts of its territory as a result of the 
revision of midwest territory. Gifford 
T. Vermillion, who becomes manager 
in Wisconsin on Jan. 1, succeeding 
Bruce Whitney, will have 12 or 13 less 
counties in northwestern Wisconsin 
than his predecessor had. This is due 
to the moving of the Fargo agency to 
Minneapolis, and the necessity of terri- 
torial compensation to the St. Paul 
agency to offset this new arrangement. 





Fidelity Mutual Appointments 


George Barnum has been appointed 
manager of the Fidelity Mutual Life at 
Huntington, W. Va. Berton B. Had- 
ley has been appointed manager for cen- 
tral Iowa with headquarters in Des 
Moines. He was formerly secretary 
of the Y. M. C. A. William W. Winer 
who was formerly connected with the 
Philadelphia office of the Fidelity Mu- 
tual Life is appointed manager at Scran- 
ton, Pa. Raymond A. Shay has been 
— manager at Colorado Springs, 
olo, 





Rufus A. Brown 


Rufus A. Brown, for the past six 
years with the Davenport agency of the 
Prudential, has resigned to become 
superintendent of the Davenport district 
of the Michigan Mutual Life, with of- 
hees_ at 719 Union-Davenport bank 
building. 





Miss Alma Ware 


Miss Alma Ware of Beaumont, Tex., 
who for four years has been an agent 
ot the Jeffersadn Standard Life, has 
been made manager of the ordinary de- 
partment of the American National of 
Galveston in Beaumont territory. 


Joseph S. Brown 


Joseph _S. Brown has entered into 
Partnership with Chester S. Dobbs, gen- 
tral agent for the Mutual Benefit Life 
ior the South Platte district of Nebras- 
a, with headquarters at Lincoln, and 
_ him will look after the interests of 
“ company in that section. Mr. Brown 

as for a number of years at the head 
of a company publishing a string of 
mal town weeklies, from Lincoln, and 
ti Well known in business and adver- 

SINg circles, 








H. K. Schoch 


— T. Whatley, general agent at Chi- 

80 for the Aetna Life, has appointed 
red , Schoch as supervisor and instruc- 
with Moe snt: He will be associated 
he wn Whatley in the upbuilding of 
the agency, with particular regard to 
ie whole time organization. Mr. Schoch 

@ graduate of Susquehanna Univer- 














A Pocket Full of Pills 


Pills carried about in the pocket are of no 
therapeutic benefit. An agency contract, 
regardless of its commission scale, may 
be just as worthless. Its use determines 
its value. 


Every Lincoln National Life contract is 
made for usage. We show the agent who 
holds one how and where to get the busi- 
ness that will make his contract worth 
while. 


Personal help in the field—a thorough 
educational course—circularizing assist- 
ance—a large range of policies and risk 
acceptance are factors which assure the 
value of a Lincoln National Life contract. 


Because Lincoln National Life agents get 
the full benefit of the commission scale 
under their contracts,they know it pays to 
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Net Gains 


in insurance in force, in re- 
lation to the new business 
written, determine actual 
progress made for both 
Agent and Company. 


Look over our record and 
you will readily see why 
our General Agents are 
prosperous. 


General Agency opportunities 
in Indiana, Michigan, IIli- 
nois, Maryland, Pennsylvania, 
_. New Jersey and West Virginia 


Se 





THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises’’ 


INSURANCE IN FORCE OVER $74,000,000 

















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of death or permanent total disability of the 
father, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. If you are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 


. R ee Manager E. L. BLACK, State Manager 
thwestern Department . 
401-2 Mercantile Bank Bldg. P. O. Box 148 
Dallas, Texas Little Rock, Arkansas 
W. H. SAVAGE, Vice-President 
Los Angeles, California 











sity and has had several years of post- 
graduate work in psychology and eco- 
nomics. He also is a graduate of the 
University of Pittsburgh insurance 
school and has just completed the Aetna 
Life training course under the direction 
of H. P. Gravengaard. He has had two 
years’ experience in the life insurance 
business, having formerly been in charge 
of the salesmen in the Chicago office of 
a large life insurance organization, 


J. J. Dubourg 
J. J. Dubourg has been appointed 
manager of the ordinary department for 
Louisiana for the American National 
of Galveston. Mr. Dubourg was for- 
merly agency manager at Chicago for 
the Providence Life. 


T. H. Haynes 

Ted H. Haynes, formerly with the 
Little Rock, Ark., agency of the Mid- 
Continental Life, has been appointed 
supervisor for Arkansas for the ordi- 
nary department of the American Na- 
tional of Galveston. He will have head- 
quarters at Little Rock. 


R. F. Poynor 


The Southern Union Life of Fort 
Worth, Tex., has been admitted to Ok- 





lahoma and announces the appointm 
of R. F. Poynor as state manager wi 
offices at 303-304 Tradesman Natio 
Bank Building, Oklahoma City. 

Mr. Poynor was formerly state ma 
ager for Texas for the Peoria Life wy 
headquarters at Waco. Previous to }j 
connection with the Peoria Life he y 
superintendent of agents for the Sous 
ern Union Life. He is a brother 
Tom Poynor, 
Southern Union Life. 


Marion T. Watson 


Marion T. Watson has been appoint 
general agent of the State Mutual Li 
at Toledo. 


R. W. Jenkins 


The Atlantic Life announces the x 
pointment of R. W. Jenkins as gen 
agent at Asheville, N. C., with nig 
outlying counties in addition to thy 


city included in his territory. He wa 


previously a supervisor for the compan 
traveling out of the home office. Mf 
Jenkins has already entered upon hy 
new duties. 


Charles Saville has resigned as ges 
eral manager of the Dallas Chamber of 
Commerce and will become agent of th 
Union Central Life. 














EASTERN STATES ACTIVITIES 








GOOD COURSE AT BALTIMORE 


Members of Faculty and Lecturers for 
Life Insurance School There Are 
Announced 


BALTIMORE, Dec. 23—The open- 
ing season of the second year’s course 
of the school of life insurance under- 
writing will be held Jan. 14 when Dr. 
Charles J. Rockwell of Pittsburgh will 
address a joint gathering of the Balti- 
more Life Underwriters’ Association and 
the students of the school. 

Leonard A. Spalding, general agent 
Mutual Benefit Life, is dean of the fac- 
ulty. J. Bruce Thompson of the Balti- 
more College of Commerce will have 
charge of the division of life insurance 
salesmanship. George A. Myer of the 
Baltimore College of Commerce will 
have charge of the section of life in- 
surance fundamentals. 

The schedule of lectures is as follows: 

R. U. Darby, general agent Massa- 
chusetts Mutual Life, Jan. 18, “Life In- 
surance as the Ideal Profession.” 

James L. Madden, manager, insur- 
ance department, Chamber of Com- 
merce of the United States, Washington, 
D. C., Jan. 25, “The Magnitude and Im- 
portance of Life Insurance to our Com- 
mercial Interests.” 

Robert H. Walker, general agent 
Provident Mutual Life, Feb. 1, “Income 
Insurance.” 

Moses W. Rosenfeld, attorney-at-law, 
Baltimore, Feb. 8, “Life Insurance 
Trusts.” 

Felix Rothschild, secretary Sun Life 
of Baltimore, Feb. 25, “The Art of Pre- 
senting a Proposition With Ilustra- 
tions.” 

Charles R. Posey, manager Mutual 
Life, March 4, “The Life Insurance 
Sale.” 

M. Nelson Bond, general agent Trav- 
elers, March 18, “Various Selling 
Plans.” 

Leonard A. Spalding, general agent 
Mutual Benefit Life and dean of the 
school, March 25, “The Pre-Adminis- 
tration of Estates.” 

Ernest J. Clark, state agent, John 
Hancock Mutual Life, April 1, “Service 
to Policyholders.” 


Agencies Are Consolidated 


The Paul R. Wendt general agency 
of the Equitable Life of Iowa in New 
York City is being consolidated with 
the Hoey & Ellison agency, and is to be 
known hereafter as the Hoey, Ellison & 
Wendt agency. 





SAVINGS BANK REPORTS FILED 


—_— 


Massachusetts System Announce 
Greatest Gain in Insurance of Any 
Year in Its History 


BOSTON, Dec. 23.—The Massachw 
setts savings bank life insurance é& 
vision announces that the business now 
in force at the close of the fiscal year, 
Oct. 31, is approximately $39,000,000 
Ten savings banks have established th 
life insurance departments and 91 bank 
ing institutions act as receiving station 
for premiums to be transmitted to th 
ten insurance banks. Under the lh 
the savings bank may not employ 
licitors or house to house collector 
but may and does employ two instruc; 
tors who cooperate with employers 0 
labor in presenting to the employes th 
benefits of the savings bank insurance 
Group insurance under a blanket policy 
covering not less than 50 employees, é& 
ferred annuities and immediate annw- 
ties and straight life up to $10,000 limi 
are written by the banks. 

The net gain in insurance in fore 
for the year was $6,295,837, the larges! 
in the history of the system. The pre 
mium income was $1,148,267 and death 
claims paid during the year amounted te 
$170,353. Cash surrender values wet 
paid to policyholders aggregating $5'- 
274 and dividends amounting to $287; 
353. Net profits of the year were $43: 
448, of which $374,229 will be paid 
policyholders in the form of dividend 
in 1926. 


Cancer Death Rate High 


Massachusetts has the highest cance 
death rate in the United States, accoré 
ing to a report filed with the clerk © 
the Massachusetts house of representt 
tives by a special legislative commissic 
The committee found that the death rat 
last year was 126.8 per 100,000. # 
stated that cancer has been increasité 
in Massachusetts for the last 75 yea 

From its investigation the committt 
says it finds reason to suppose that 
peak in deaths from cancer in the st#* 
may soon be reached. This opinion © 
based on the fact that when cancer ® 
subdivided into the various forms © 
disease and into age groups, there 
“flattening of the curve.” 


Adopts Salary Deduction 


The Travelers has made arrang* 
ments to write salary allotment_ins™ 
ance on the employes of the DuPos! 
Company, powder manufacturers © 
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j iJmington, Del. The DuPont Com- 
appointme@ ny previously carried a group insur- 













anager wiloce plan, the cost of which was borne 
an Nation by the company, for the benefit of the 
ity. employes, but adopted the salary allot- 
', State mai ent plan in addition to make it easy 
ia Life willie employes to obtain further protec- 
'ViOUS to hilivion on their own account. The Her- 
Life he wal ses Powder Company, Diamond Ice 
; the Soutils Coal Co., Star Publishing Company, 
brother , Newcastle Letter Company, Mercantile 





ent of tMiiprinting Company, Wilmington Gas 
Company, Buckley Motor Company, 
Amalgamated Leather Company and 


















im American Road & Machinery Co., all of 

n appoint Wilmingion, have also adopted the plan. 
M ’ 

aes: Loses by Ten Minutes 

The Penn Mutual Life must pay the 

widow of Arthur Miller, who committed 

ces the a_msuicide, $129,598, representing the face 

; as genera of life insurance policies and court costs. 


This was the ruling of the court in New 














Sy thd York where the case was _ recently 
y. He —Mafought. Mr. Miller lived in New 
he compan Rochelle, N. Y. , 

office, Mia It seems that the question of the com- 
d upon I pany’s liability hinged on a matter of ten 





minutes. His policy for $129,000 would 
have lapsed, under its terms, at 3 p. m. 
on the date of his death. According to 
witnesses for the widow, her husband 
shot himself between 2:40 and 2:45 
o'clock and was dead at 2:50 p.m. Ac- 
cordingly, the Penn Mutual lost its case 
and will be compelled to pay the full 
amount of the policy. 
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y Agreed Suit Filed in Kansas to Deter- 
mine Meaning of Statute—To Be 

Massache- Heard Jan. 20 

surance é: 

isiness no 


fiscal year, TOPEKA, KAN., Dec. 23—A suit to 
$39,000,008 Obtain a final ruling of the Kansas su- 
blished tha Preme court on the exact meaning of 
d 91 bankf™ the Kansas forfeiture law relating to life 
ng stationfm insurance policies has been filed by the 
‘ted to tha Bank Savings Life of Topeka. It is an 
r the lam @pplication for a writ of mandamus to 
employ compel Superintendent Baker to return 
collectors to the company the reserve deposits 
vo instrucfm Which have been made. wget 
iployers im The suit states frankly that it is 
aployes tig brought for the purpose of securing a 
insurancem Tuling on the exact wording of the law 
nket policy and seeks a declaratory judement in 
loyees, de which the court will determine just what 
‘ate annu-M™ the legislature meant. The court al- 
10,000 limi lowed the alternative writ of mandamus 
: and made it returnable Jan. 20. Law- 
e in force Yers for the life companies operating in 
the largest Kansas will handle all of the legal mat- 
The preg ‘ets connected with the case and will 
and deat sist the attorney general in the prep- 
nounted tj @fation of the briefs. The case will not 
alues wert Tequire the taking of any evidence, as it 
ating $57 will be submitted on an agreed state- 
, to $28i-e Ment of facts, 
were $448 The chief question is whether or not 
be paid t™ ©°mMpanies which do not allow any grace 
dividends Period for the payment of premiums 
may serve the notice to cancel the pol- 
icies before the premium due date. The 
igh court held some years ago that under the 
old law the notice to forefeit could not 
lest -_ served until after the grace period 
es, accor’ had expired. The law was amended so 
e clerk “TH that the grace period and the forfeiture 


apres notice period would run concurrently. 
ae ut some companies which do not au- 
— I thorize grace periods have been send- 


0 Pe ing notices of intention to forfeit 30 
increasi@i@ days before the due date and ordered 
75 yeas the policy cancelled when the premium 
comaan® Was not paid on that date. 

e that “ € suit will finally determine 
» the a Whether the forfeiture period is 30 days 
opinion *@ after the premium due date and runs 
cancer “@ ‘Mcurrently with the grace period, or 
forms °M whether the policy may be cancelled on 
there is # + dings date if proper notice has been 
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Plans for Insurance School 


‘ Dr. C. J. Rockwell, noted life insur- 
nee educational director, and former 
tad of the life insurance school at the 






































Every month the agents of this Company write its advertisements. 


J. Frank McKee 
wrote this ad 


HE best help that can be given 
any man is that which induces 
him to help himself. That is what 
the members of this profession are 
doing every day; constantly develop- 
ing unselfishness, thrift and other 
commendable traits in their prospects. 


The ideal philanthropist is he who 
helps his fellow man as he goes along 
through life, and the representative 
who does not work with the idea of 
doing real service to humanity is 
losing a great part of the compensa- 
tion which he might secure. 


The Law of Compensation guaran- 
tees rewards in proportion as we de- 


J. FRANK McKEE sicve thank. 


Mr. McKee came to the Peoples 


Life Incwence Comeany of le- The Peoples Life Insurance Com- 
diana from the teacher's profes- : . 

sion. This Company is hie fest pany of Frankfort, Indiana, is pecu- 
nd only insurance love. e has . ‘ 

foun a mail life underwriter liarly fitted to help their salesmen and 
because he has learned to help Ree | : . ° 

others to help themselves. Soon policy-holders in this cooperation. 


after entering the business he set 


his ideals as a guiding star and The entire family between ages of 
the fact that he has kept earnestly : . 

and honestly forging ahead with his cas and sixty may be written most 
eyes on that star is in a great liberal policies — backed by friendly 
measure responsible for his suc- “ 2 

a. service given by the Company. 


Peoples Life Insurance Company 
“The Friendly Company’”’ 


Frankfort, Indiana 


General agency opening im the following states: 
Illinois Ohio Michigan lowa 
California Arkansas 














THE NATIONAL UNDERWRITER 





December 25, 1 








































Life Insurance in 
All its forms 


The greatest variety of poli- 
cies possible are offered to 
the agents of the Aitna Life 
Insurance Company. 


S. T. WHATLEY 


General “Agent 
Etna Life Insurance Company 


Illinois Merchants Bank Building 
Phone State 3380 
CHICAGO, ILLINOIS 
























































THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
business. It has passed nen panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


n idering life i 
aiddbledon toe edad @ cane to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
















University of Pittsburgh met with 
members of the Des Moines Life Under- 
writers’ Association to discuss plans for 
the proposed school of instruction to 
be held there March 31-May 29, under 
Dr. Rockwell’s direction, providing the 
local association can within the next two 
weeks enroll a minimum of 60 students. 

Dr. Rockwell outlined the methods 
and advantages of the course, telling 
what it has accomplished in other cities. 
It was decided that the school will be 
in session four hours on the mornings 
of Wednesday, Thursday, Friday and 
Saturday, the other three days in the 
week to be devoted to a similar school 
in Omaha. 

President Frank McDevitt will ap- 
point a special committee to solicit en- 
rollment of general and special agents 
during the next 10 days. 


Nebraska Inheritance Tax Ruling 


The Nebraska supreme court has re- 
affirmed its holding with reference to 
inheritance taxes, overruling a request 
made by a representative of the county 
attorneys’ association of the state that 
it align itself with other states by over- 
ruling a finding made some ten years 
ago. The particular point involved 
was whether a widow takes the per- 
sonal estate of her intestate husband 
free and clear of all taxes of an inheri- 
tance character, regardless of its value. 

It was the contention of the county 
attorneys, who say that much of the 
personal property of the larger estates 
is escaping taxation through the inter- 
pretation placed upon the state inheri- 
tance tax law, that the wife has no 
title whatever, during the lifetime of 
her husband, to the personal property 
he possesses, which he can dispose of 
and give full title to without consulting 
with her or securing her signature, 
which is not true of real estate 

The court holds to the doctrine orig- 
inally announced that a wife is the 
silent partner of her husband in the 
accumulation of his estate, and that 
when he dies it becomes hers absolutely 
and is not subject to any inheritance 
tax. 


New Chicago Branch Office 


The new Chicago office of the New 
York Life, announced last week, will be 
a branch office and not an agency. 
Albert MacArthur will be agency direc- 
tor. The office will be located in the 
American Bond & Mortgage building at 
122 North Dearborn street instead of at 
10 South LaSalle street, as previously 
announced. 





Berkshire Life Davenport Meeting 


A meeting of agents of the Berkshire 
from Davenport and Iowa City, Ia., 
Rock Island and Moline, Ill, and sur- 
rounding territory was held Dec. 19 at 
the offices of Ernest C. Smoots, dis- 
trict manager at Davenport. J. T. Pet- 
erson, general agent at Des Moines, 
announced plans for the company to in- 
crease its business 60 percent in 1926 
in observance of its 75th anniversary. 


!_—— 
icy contract and increased dividen 
schedule, to become effective for 199 
after the first of the year. 















Seeking Illinois Manager 


The business of the Bankers Reser, 
Life of Omaha in Illinois has expandej 
so rapidly that the company is seek; 
another manager to handle the south, 
ern part of the state. 




















Mutual Trust Wisconsin Meeting 


E. L. McWilliams, Milwaukee repr. 
sentative for Mutual Trust Life of (jj. 
cago, was chairman at the annual stay 
convention of Wisconsin agents held jy 
Milwaukee last week. Carl A. Petersog 
vice-president, and E. A. Wilder, super. 
intendent of agencies, were in Milway. 
kee representing the home office. 































To Appeal A. I. U. Case 


Commissioner W. Stanley Smith o 
Wisconsin announced Monday that he 
would appeal from the decision of Fed. 
eral Judge Luse in the case of the Amer. 
ican Insurance Union of Columby 
Commissioner Smith refused it a license 
several months ago on the ground tha 
the Wisconsin statute prohibits the jj. 
censing of an insurance compay which 
uses 20 percent of its assets in the con. 
struction of a home office building. 

The American Insurance Union asked 
for an order that would compel the in- 
surance department to renew its license, 
The commissioner’s motion to dismiss 
the case was denied. Appeal will now 
be made to the United States court of 
appeals. 



















































Favors Old Age Pensions 


After heated discussion the finance 
committee of the Milwaukee city cour- 
cil has voted 2 to 1 for the resolution 
memoralizing the county board to adopt 
the old age pension ordinance for Mi- 
waukee county. Whether or not the res- 
olution will have any effect upon the 
county board’s apparent decision not to 
inaugurate the old age pension act in the 
county is questionable. Apparently the 


|} old age pension is doomed to failure 


because of lack of necessary funds to 
put it into effect in the county. Without 
doubt the city council resolution will be 
shelved until the 1927 budget is being 
made up. 





Licensed in Illinois 


The Union Cooperative of Washing- 
ton, D. C., a legal reserve company with 
capital stock of $100,000, has been i 
censed in Illinois. 


Indianapolis Y. M. C. A. Course 


More than 40 students are enrolled in 
the Y. M. C. A. life insurance salesman- 
ship course at Indianapolis this year, 
conducted under the auspices of the 
National Association of Life Under- 
writers. This is a much larger class 
than last year when the average attend- 
ance was around 20. Edgar Webb 
the Equitable of New York in Indiav- 








The Berkshire will anounce a new pol- 


apolis is instructor as he was last year. 














OVER FOUR HUNDRED MILLION INSURANCE IN FORCE. 


THE WESTERN AND SOUTHERN HAS MORE THAN DOUBLED ITS AMOUNT 


OF INSURANCE IN FORCE DURING THE LAST FIVE YEARS. 


AMBITIOUS, FORWARD LOOKING MEN, WHO ARE CONSIDERING THE LIFE 
INSURANCE PROFESSION AS A CAREER, ARE INVITED TO GET IN TOUCH 


WITH THIS FAST GROWING LIFE INSURANCE GIANT. 
CALL AT OUR NEAREST DISTRICT OFFICE OR WRITE TO 


The Western and Southern Life Insurance Company 


HOME OFFICE: CINCINNATI, OHIO 


W. J. Williams, President 
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[ SOUTHERN FIELD 


COMPANY GETS GOOD START 








Bankers National Life of Jacksonville 
Writes Over $1,000,000 of Business 
On Opening Day 





The Bankers National Life, which has 
opened offices in the Herkimer build- 
ing, Jacksonville, Fla., has started off 
in great shape. On its opening day it 
wrote more than $1,000,000 in applica- 
tions. E. C. Bigger and E. W. Beer- 
man, two of the vice-presidents, have 
charge of the field development and 
agency work. Ralph R. Lounsbury is 
the president and Raymond A. Arndt the 
secretary. A number of local capital- 
ists are interested in the enterprise. 





Ruling in Tennessee 


The attorney-general of Tennesse has 
held that the insurance department un- 
der the law of that state has no right to 
admit a company before it has filed one 
annual statement as of Dec. 31. This 
means that new companies organized 
during the year will not be allowed to be 
licensed in the state until after the close 
of the year when they file their first 
statement. 





California State Life Convention 


The annual state convention of Okla- 
homa agents for the California State 
Life was an event of Dec. 18-19 at Ok- 
lahoma City in the office of B. N. Mc- 
Mullen, general agent. W. B. Salt of 
Sacramento, secretary of the company, 
was principal speaker. A banquet con- 
cluded the meeting, with Mr. McMullen 
presiding. 





Eagles Propose Pension Plan 


The Fraternal Order of Eagles is 
planning to have a bill introduced in the 
next legislature of Virginia authorizing 
it to provide old age pensions for mem- 
bers of the order. Experience has shown 
that the cost of this form of assistance 
in other states where the plan is already 
in operation has been less than the cost 
of maintaining public homes, according 
to Charles C. Guenther, grand worthy 
president, who recently paid an official 
visit to Richmond. 


fe PACIFIC COAST | 


FINANCIAL WRITER HEARD 


Albert W. Atwood Discusses Life In- 
surance from Outsider’s Viewpoint 
at Los Angeles Meeting 























LOS ANGELES, Dec. 23.—About 
300 members and guests attended the 
monthly dinner-meeting of the Life 
Underwriters’ Association of Los An- 
geles. Albert W. Atwood, well known 
writer on financial subjects, was the 
Principal speaker. 

Before the delivery of his address, a 
resolution reported by a special commit- 
tee headed by George W. Ayars was 
adopted, which gave high praise to the 
articles on life insurance by Mr. Atwood 
published recently in the “Saturday 
Evening Post,” and expressing the ap- 
Preciation of the members to Mr. At- 
wood and the magazine for their just 
Public appraisal of life insurance. 


Two Main Factors 


The subject of Mr. Atwood’s address 
wes: ‘Financial Protection as Viewed 
y an Outsider.” He covered it under 
two main heads—(1), The life under- 
Writer, and (2), the institution of life 
insurance, which he referred to as the 
oa banking institution in the 
“ny d, with more than 50,000,000 peo- 
ple in this country holding policies. 
nalyzing the position of the under- 
Titer, Mr. Atwood stated that the day 


of the insurance agent is drawing to a 
close; that the time is approaching when 
the life insurance companies, instead of 
their salesmen, will sell the policies and 
the underwriters will become the “doc- 
tors who will prescribe the medicine to 
fit the patient.” 


Decries “Cheap” Methods 


He decried the use of cheap methods 
observed by some underwriters in their 
efforts to obtain interviews. “There is 
no reason,” he said, “why an under- 
writer should have to trick his way into 
an office or a home to sell something so 
vitally important as life insurance.” 
“Life insurance,” he continued, “can 
never make up for the loss resulting 
from death. It is only a method of re- 
adjustment. There is no reason why it 
should be used as a substitute for hon- 
est work on the part of the second gen- 
eration, its commonest beneficiaries.” In 
closing, Mr. Atwood stressed the impor- 
tance of companies and underwriters 
devoting greater attention to providing 
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THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 


Policies backed by one of the very stron companies in the country, having 
ample ital, surplus and highest standard of reserves. Exceptional opportunity 
is offered to salesmen of character and ability. Communicate at once with 
AGENCY DEPARTMENT, 
77 Franklin Street, Boston. 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 


ERN MUTUAL 


MILWAUKEE 


Once a Policy- 
holder—Always 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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R. E. BEYSIEGEL, DISTRICT MANAGER, 
532 HURT BUILDING, ATLANTA, GEORGIA 


GSE CO RR: G-F-aA 


NOW OPEN 


District Managers wanted in Augusta, Macon, Savannah, Voldosta and Columbus. 
Also agents in smaller towns wanted by 


ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary, Rockford, Illinois 


or to 
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CONWAY BUILDING 
111 West Washington Street 
Chicago 











Are You Planning to Move? 


Insurance companies, branch offices, and general 
ts will find a real office home here, whether 
want space in large or small units. 


Location, equipment and service unsurpassed. 


William S. Pye, Manager 
Room 1243 Phone: Franklin 4850 

















































Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating” insurance if “dividends’’ were 
decreased or passed. 

i Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 
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for. the old age of men and women | to forming this connecfion with the Ney 
through the operation of endowment | World Lite Mr. Johns had been a mem. 


policies and annuities. ber of the home office agency of the 
<a Pacific Mutual Life since 1919 and was 

Hollebaugh Is Field Secretary one of its big writers, his production 
being in the neighborhood of a milliog 


C. W. Hollebaugh has been appointed 
field secretary of the Western States 
Life. He will handle home office pub- 
lications. He has had a number of years’ Award Oregon Contest Prizes 
experience in life agency work, serving 
as district manager of the Equitable 
Life of New York in Kansas. He was 
formerly an agent in Kansas City. Mo. 


a year. 





Maurice J. Warnock, senior in the 
school of business administration at the 
University of Oregon, won the $27.59 
first prize offered by . Life Under. 

» writers’ Association o regon in it 
New Agency’s Good Record annual salesmanship contest. The #. 

The southern California agency at| ner represents the Aetna Life Insyr. 
Los Angeles of the New World Life, | ance Company. Merton Foltz, repre. 
under the management of David T.| senting the Massachusetts Mutual Life 
Johns, general agent, is making a fine | won second prize of $25. Third prize 
record in production. It led the com-| of $22.50 went to John Davis, John 
pany’s agency field in September, Octo- | Hancock Mutual. 
ber and November in paid-for business The Life Underwriters’ Association 
and expects to close the year with a| of Oregon puts up the prizes and ar. 
total for the seven months since its es- | ranges the contest annually in the ep. 
tablishment of over $2,000,000. Prior | couragement of better salesmanship, 


IN THE ACCIDENT AND HEALTH FIELD | 
































ANOTHER HOSPITAL POLICY;|MAKES RULING ON RESERVES 
| 





Zurich Announces Liberal Forms Cov- | Beha Issues Statement As to Situation 





ering Expenses of Accident With Relation to Noncancellable 
or Illness Disability Policies 
The Zurich has announced a surgical | Superintendent Beha of the New York 


hospital nurse expense policy which can | department has issued a ruling on re- 
be sold either to cover only the accident | serves for non-cancellable accident and 
hazard or disability hazard including ac- | health policies. He has studied the ex- 
cident and sickness. Graduate nurse ex- | perience of life companies in connection 
pense is covered either at the hospital | with their total and permanent disa- 
or in the home. The nurse expense and | bility clause. Superintendent Beha’s 
hospital expense are included in a given | ruling is as follows: 
weekly limit. “I have decided that for the reserve 
Operation fees are paid in addition to | valuation as of Dec. 31, 1925, this depart- 
this weekly limit for nurse and hospital | ment will accept as minimum reserves 
expense. Hospital or sanitarium ex- | °" non-cancellable accident and health 
pense includes room, board, nurse’s sal- ee ee 
ary, nurse’s board, operating room, an- | .o:ves based on Hunter's table increased 
aesthetic, drugs, medicines, dressings, | in case of waiting periods of less than 
x-ray, laboratory, etc. These forms are | six months in such a manner as the 
issued without distinction as to occupa- | company’s calculations justify, to cover 
tion or sex but excluding common la- | the cost of disability of less than six 
borers or persons performing unusually | months’ duration. 
hazardous work. “(b) As claim reserves on disabled 


: . lives, reserves based on Hunter's Table 
The Zurich has made an excellent in- of Mortality among disabled lives, with 


crease in its accident business this year. | the exception that a reserve equivalent 
L. D. Edson is manager of the accident | to the prospective claim payments for 


department. one year to all policyholders who have 
The rates for the new policy are as | been disabled for less than one year will 
follows: be acceptable. 


“The maximum rate of interest in cal- 


AectGent Mupense Cover culating reserves shall be 3% percent. 





The tables specified are the basis of re- 
Weekly Bn nd serves for the benefits offered in the 
Pay- Operation Policy Annual policy. For instance, if the policy does 
"Ss $ Pa ee +50 is i ~ pourite for waiver of precstume on. 
n sa ty no corresponding reser 
+4 a2 $e +94 t+} HH . soured. Yon the other hand, if the 
2 poe coverage is to age 61, tables based on 
Maxi- a Saas Cea coverage to age 60 should be modified 
mum Limit accordingly.” 
by ad Police Annual . . : : 
et — Year Premium Discontinues Accident Line 
#355 tS 8200 8.000 *ae00 |, The Lincoln Casualty of Springfield 
75 15to 300 1,500 37.50 Ill, has discontinued writing accident 





FOUR YEARS YOUNG 


Our Business in 1924 
Income $608,000........ eis 5% Gain 13+% 
Assets over $1,100,000..... ....Gain 25+% 
Capital and Surplus over 


We have paid to our Policyholders oF 
their beneficiaries since our organization 
start 476.15. 

SALESMEN WANTED _ : 
Minnesota, Iowa, Nebraska, Missour!, 
Kansas, Arkansas, and Oklahoma 


NATIONAL RESERVE 
LIFE INS. CO. 


New Home Office Topeka, Kansas 
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and health business. Its business has 
been taken over by the Federal Life of 


Chicago. 
Discontinues Accident Line 


The Lincoln Casualty of Springfield, 
Ill, has discontinued writing accident 
and health business. Its business has 
been taken over by the Federal Life of 


Chicago. 


——_ 


To Become Stock Company 


President R. R. Koch of the Home 
Assurance of South Bend, Ind., is plac- 
ing it on a stock basis. This is one of 
the old time mutual companies that has 
been in existence for a number of years. 


Opens New Chicago District 


The United States National Life & Cas- 
ualty has established a third district in 
Chicago, which will be known as Chi- 
cago No. 3. It is to be in charge of C. O, 
Jensen, formerly manager of Chicago 
No. 1, and is located at 1028 National 
Life building. Fifteen men have been 
employed to start to work. The com- 
pany plans within the next 35 days to 
have 30 agents in this district giving 
full time. This staff will specialize on 
commercial and monthly payment acci- 
dent and health, intermediate life and 
industrial life. This will make about 
125 men at work developing the Chicago 
territory. In addition, Chicago No. 1 
and Chicago No, 2 district offices are 
making plans to increase their agency 
forces about 50 percent during the next 
30 days. 


Draws $137,000 Accident Insurance 


DES MOINES, IA., Dec. 22.—When a 
jury in the district court awarded Dr. 
Wilton McCarthy $26,000 in a_ suit 
against the United States Fidelity & 
Guarantee it made a total of $137,000 he 
has received in accident insurance in 
recent years. 

Evidence introduced in the case 
showed that Dr. McCarthy had received 
$86,000 from various insurance companies 
to compensate him for the loss of an 
eye in 1911. The injury which resulted 
in this partial blindness is said to have 
been caused originally by a hot cinder 
from a locomotive. 

The policy with the United States Fi- 
delity & Guaranty, on which McCarthy 
brought suit, has already netted him ap- 
proximately $13,000, the insurance com- 
pany claims, and this payment was 
made to recompense him for injuries to 
the thumb and index finger of his right 
hand. Dr. McCarthy is an eminent 
surgeon and he convinced the jury that 
the numbness of his thumb and finger 
permanently disqualifies him from prac- 
ticing his profession. 


Joins Washington Life & Accident 


Claude P. Kendall, who has been con- 
nected with the home office of the Pru- 
dential for more than 24 years as clerk, 
division manager and manager of the 
claim department, has resigned his posi- 
tion with that company and is now asso- 
ciated with the Washington Life & Acci- 
dent of Chicago, of which his brother, 
George R. Kendall, is president. The 
Washington was organized by Mr. 
Kendall about 14 years ago and is now 
writing industrial life and accident in- 
surance in Illinois, Michigan, Indiana, 
Ohio and Missouri. 

Three other brothers are also promi- 
hent in insurance work. H. R. Kendall 
is president of the Fidelity Life & Acci- 
dent of Louisville, J. S. Kendall is su- 
Perintendent of the Prudential at Los 
Angeles, and A. W. Kendall is superin- 
tendent of the same company at South 
Bend, Ind. 


Will Write Accident Business 

General Agent Jesse A. Wood, life in- 
surance representative of the Aetna Life 
in Oklahoma City, has been given a gen- 
eral agency for the accident and health 
business, to have equal privileges with 
Pearce, Porter & Martin of Tulsa, Okla. 

General Agent S. M. Burbank, life in- 
surance representative of the Aetna Life 
in Louisville, Ky., has been given a gen- 
eral agency for the accident and health 
business, to have equal privileges with 
the Louisville branch office. 


Smooth Swindler in Ohio 


The Ohio State Life reports that a 
Smooth crook, whose operations may 
- ve a tendency to create some prejudice 
Owards the accident business, has been 
patronizing merchants in a number of 





Ohio towns. Carrying his arm in a 
sling and bandaged to a splint, he drops 
in at a store late in the afternoon, after 
the banks are closed, purchases some 
minor article and offers in payment an 
accident voucher for $46.25 on the 
mythical Continental Casualty Associa- 
tion of Syracuse, N. Y. He explains that 
he had his arm broken, has not been 
able to work and only today received 
his claim check. The voucher bears all 
indications of genuineness and almost 
any merchant will cash it, handing out 
from $30 to $40 in change. Several days 
later, however, the check comes back 
from Syracuse with the explanation that 
no such company operates there. 


Heads Teachers’ Department 


Robert N. Sine has joined the Income 
Guaranty of South Bend to manage its 
teachers’ department, handling a special 
educator’s form of policy, which is sold 
to instructors in schools and colleges 
only. Mr. Sine is the inventor of a 
unique and workable plan, whereby he 
and his agency organization will call on 
no one but teachers in colleges, high 
schools and public schools. He moved 
to South Bend Dec. 1 and since that time 
has been getting his organization in 
shape to start at his work by the first 
of the year or shortly thereafter. He 
has for the past three years been in 
charge of a similar department with the 
Mutual Life of Illinois. 

The Income Guaranty has recently 
been admitted to California and Massa- 
chusetts and has made valuable agency 





Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 











Old Line Legal Reserve Company 
Operates in Indiana and Ohio 
Wanted: A few General Agents 
in each State. 


—_—_—__ 
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Service to Policyholders Unsurpassed 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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In Five Years 


this Company has increased 


its business in force........ 
its premium income.........133% 
its reserves ................267% 


its surplus to policyholders. . 17.5% 


It’s a good Company 
to tie to 


For the right man, we will enter 
the State of Florida. Many oppor- 
tunities are available in Ohio, Ken- 
tucky, West Virginia, Tennessee, 
Michigan, Pennsylvania, New Jer- 
sey, Mississippi, Arkansas, Texas, 
Nebraska and Iowa. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


W. F. Macallister, Agency Mer. 
T. W. Appleby, Pres. 




















If If 

Territory does make a difference You are a producer 
If If 

Close cooperation is necessary You believe in yourself 
If If 


A friendly interest is needed You want a REAL job 


Write or wire 
S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 























COMPLETE COVERAGE 
FROM A SINGLE SOURC 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Sub-Standard Standard Super-Standard 
One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 





WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


connections in both states. It is closing 


tween Dec. 15 and Jan. 15 on any of the 


1925 in a most successful way, having | company’s policy forms, excepting th. 


made very substantial increases in every 
part of its business over the records of 
1924. 


Think “Right Reading” Helps 
KANSAS CITY, MO., Dec. 22—The Em- 
ployers Indemnity is offering to every 
agent in its accident and health depart- 
ment who writes $50 in premiums be- 


special automobile or railroad accident 
policies, a year’s subscription to The 
Casualty Review as a reward. 

This plan is being adopted becaug 
“Right reading won’t make sales better 
—but it will make better salesmen,” jy 
the words of the company executives, 
The corporation is telling its executives 
that The Casualty Review is “the bes 
insurance magazine for the accident ang 
health men.” 














NEVW’S OF LOCAL ASSOCIATIONS d 





ROCKWELL ON PRESENTATION 





Well Known Educator Spoke Before 
Indianapolis Association of 
Life Underwriters 





The December meeting of the Indi- 
anapolis Association of Life Underwrit- 
ers will stand out for a long time on ac- 
count of the large number of agents 
present from the different agencies, each 
one being grouped so that at the roll 
call it sounded as if the local agencies 
were calling their rolls. 


Dr. Charles J. Rockwell was the 
speaker. He talked on “The Presenta- 
tion.” His major point was that men 


are willing to go a long ways to get 
what they want. The first move of a 
successful salesman should be to create 
desire in the mind of the prospect, pos- 
sibly not desire for what the agent has 
to sell but desire for something that the 
prospect would have if possible. He said 
that with the desire created the success- 
ful agent then can show what will stand 
in the way of the prosnect securing the 
thing he wants and then show that the 
life insurance he proposes will eliminate 
the obstacle, which resolves itself down 
to the point of the prospect very much 
desiring the life insurance in order that 
the hope or the ambition he originally 
entertained may be carried out. 

Dr. Rockwell made clear the fact that 
some prospects are affected through the 
eye, that some get the appeal through 
the ear, some through the taste, some 
through smell and through physical 
feeling. He showed how a proposition 
may be so worded as to appeal to the 
particular sense that registers with the 
prospect. To the man who cannot see 
onions, he would talk of the odor. 

* x 


New York—The speakers at the Janu- 
ary meeting of the New York life un- 
derwriters Jan. 12 will be Thomas C. Bell, 
assistant superintendent of agencies of 
the Mutual Life of New York, and 
Griffin M. Lovelace, director of the life 
insurance training courses at New York 
University. Arrangements are being 
made to secure another speaker for this 
meeting. Preparations are being made 
for the annual sales congress to be held 
March 9, to which the entire membership 
of the Philadelphia association has been 
invited, as guests of the New York 
underwriters both at the sales congress 
and the annual banquet in the evening. 
. * * * 

Little Rock, Ark.—Officers for 1926 
were elected by the Little Rock associa- 
tion last week, and plans made for a 
banquet during the holidays in honor of 
Hugh D. Hart, former Little Rock man, 
now in New York City. Gus Bertner, one 
of the oldest insurance men in the point 
of service in the city was elected presi- 
dent; Frank Goodman, first vice-presi- 
dent; Gordon H. Campbell, second vice- 


president, and W. R. Harrison, Jr., sec- | 





retary and treasurer. Executive com. 
mittee, George L. Dixon, C. L. Durrett, 
J. B. Miles, C. F. Bizell, Durand Whipple 
and George A. Lescher. 

Preliminary plans for the banquet to 
be tendered Mr. Hart were made at the 
luncheon and the date will be fixed later. 
Mr. Hart, who was formerly associated 
with Gordon H. Campbell here, is now 
manager of the New York City agency 
of the Aetna Life, and is one of the out- 
standing figures in the insurance busi- 
ness in the United States. He will spend 
the holidays here with friends and rela- 
tives. 

About 50 members were present at the 
reorganization meeting and it is ex- 
pected that the membership will be 
increased to 100 within the next few 
weeks. 


x * * 
Charleston, W. Va-—The Charleston 
association has changed its monthly 


meeting date from Friday evenings to 
the second Wednesday noon in the 
month. 


x * * 

Chicago—At the December meeting of 
the Chicago association, the executive 
committee was authorized to incorporate 
the organization. 

The next meeting will be held Jan. 1), 
when John M. Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau at Hartford, will be the speaker. 

oe 

Sioux City, Ia.—The Sioux City asso- 
ciation is cooperating with a committee 
from the Fire & Casualty Underwriters 
in connection with the plan for the 
formation of an insurance bureau in the 
Sioux City Chamber of Commerce. Plans 
of this nature have been worked out 
very successfully in other cities. 

* * * 

Duluth, Minn.—Marked enthusiasm was 
shown at the annual meeting of the 
Duluth association. Arthur C, Pearson, 
who had served for four years as secre- 
tary, was elected president, succeeding 
Ralph Pinneo. Wallace Loring was 
elected vice-president; Floyd Lawson, 
secretary-treasurer, and Mr. Pinneo na- 
tional executive committeeman. The 
officers chosen will serve for a year and 
a half, as the date of the annual meeting 
was shifted to the first Monday in June. 
Forty members were in attendance at 
the meeting and the reports presented 
showed that solid progress had been 
made during the year. Votes of thanks 
were passed to Mr, Pinneo and the other 
retiring officers. 


* * 
Boston—After many years of agitation 
the Boston association has veut 


admit women to the organization. 
officers have also come to a decision that 
it should have a paid secretary and 4 
meeting will be held in January to get 
the full opinion of the organization 
to this step. It means the increasing 0 
the dues from $6 to $12 for all members, 
and assessment of the general agents 
for $25 to $100 each. ia 
Prof. David D. Vaughn of Boston Uni- 
versity was the speaker of the occasion 
and he gave an inspirational talk © 
“The World Sweep of Democracy. 





President Allen had quite @ a 
say in his annual report as to savilé® 











Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 








FREDERIC H. RHODES, President 








iven it a high reputation for stabilit 
Has always rendered the hi grade a 


and hold their business. 


time, the interest of all its policyholders. 
JOHN BARKER, Vice-President 











This company has always pursued those policies in the conduct of its business that have 
and fair dealing. 

service to its policyholders. 
always extended reasonable assistance and encouragment to its representa 


Its policy contracts give to each individual insurer full protection, safeguarding, 


tives to develop 
at the same 





ROBERT H. DAVENPORT, Secret"? 
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December 25, 1925 


LIFE INSURANCE EDITION 














pank life insurance and called attention 
to a printed report on the subject which 
had been prepared by a special com- 
mittee. The chief objection was to the 
effect that the institution created the 
general impression that it was state in- 
surance and secured an unfair advan- 
tage on that basis. Attention was called 
to the fact the savings banks were using 
the state seal in this connection unlaw- 
fully. The association desires that the 
savings bank life insurance be brought 
under the supervision of the commis- 
sioner of insurance. 

The following officers were then 
elected: President, Edward J. Brown, 
Phoenix Mutual; vice-president, A. Stan- 
ford Wright, John Hancock, and William 
B. Phelps, Travelers; secretary and 
treasurer, V. W. Kenney, Connecticut 
Mutual; executive committee, David E. 
Sprague, Union Mutual, chairman; Julian 
A. Cross, Massachusetts Mutual; Paul O. 
curtis, New England Mutual; Charles W. 
Gammons, National Life; Hermann E. 
Goedecke, Northwestern Mutual Life; 
William H. Moody, Prudential; Emmett 
Uishon, Equitable. 





WITH INDUSTRIAL MEN | 











CHANGES BY PUBLIC SAVINGS 





Reorganizes Home Office Force to Fa- 
cilitate Handling of Increased 
Volume of Business 


The Public Savings Life has reorgan- 
ized its home office organization to meet 
the needs of the growing field force. The 
arrangement of having a supervisor in 
charge of industrial and another in 
charge of ordinary has been discon- 
tinued, and all production will be cen- 
tered under the direction of Vice-Presi- 
dent W. Scott Deming. The present 
supervisors, E, J, Taylor and Tom Jen- 
kins, are both advanced to the newly 
created positions of assistants to the 
vice-president. Mr. Taylor will give 
most of his attention to the ordinary 
Gepartment in the home office while Mr. 
Jenkins’ work will consist mainly in 
solving with the supervisor the details 
of all organization problems in each 
division and keeping the vice-president 
in touch with the development of the 
organization. He will be interested in 
industrial and ordinary production. 

The company has realigned its divi- 
sion as follows: Central division, In- 
diana; eastern division, the entire Ohio 
organization outside of Toledo and Ken- 
tucky; northern division, the districts 
comprising greater Detroit and Toledo. 
At the head of each of these divisions 
has been placed a supervisor responsible 
for both industrial and ordinary produc- 
tion. W. L. Poston has been advanced 
from assistant supervisor of the indus- 
trial department to supervisor of the 
central division. He will be assisted 
in the home office by Division Manager 
F, F. Crim. M. D. Schrieber, promoted 
to supervisor of the eastern division, will 
be seconded by Division Manager J. W. 
Rader. In the northern division, J. J. 
McCurdy of Detroit has been advanced 
to resident supervisor, with headquarters 
in Detroit instead of the home office. 
B. F. Vance will operate as assistant 
Supervisor of the northern division, with 
headquarters at the home office and will 
be assisted by Division Manager H. R. 
Williams, 





Two New Districts Created 


James H. Robson has been appointed 
Superintendent of the Western & South- 
ern Life at Charleston, W. Va. He got 
his training in the Charleston district. 
Two new districts have been established, 
one at Newport, Ky., which has been 
piseet in charge of Superintendent F. G. 
eee, formerly of Cincinnati East. 
- E. Nichol, formerly superintendent at 
“harleston, W. Va., takes charge at Ash- 
land, Ky. 





Frank Fildea 


Frank Fildea, formerly assistant su- 
Mraintendent with the John Hancock 
ae wy at Pawtucket, R. I, has been 
Ppointed superintendent at River Point, 


- L, succeedi 
Roarke e ng the late Michael H. 





Connecticut General Dividend 
— Connecticut General Life has voted 
Ds © regular quarterly dividend of 3 per- 
ent and 1 percent extra. 


Information Given on 


Deduction of Premiums 


HILE a business concern cannot 
and 


take out. business insurance 
deduct the premiums from income, there 
are certain cases where corporations and 
partnerships have the right to pay pre- 
miums on life policies and deduct these 
premiums from gross income in such 
instances where the business itself is in 
no sense the beneficiary. The New 


England Mutual Life gives three illus- 


trations to show where premiums can 
be deducted: 

1. The company can insure the life 
of an employe for his benefit, and de- 
duct the premiums. 

2. The company can pay for group 
insurance under the same rule, because 
such expenditure is deemed to come un- 
der the head of “ordinary and necessary 
expenses of the employer,” whether in- 
dividual, firm or corporation. 

3. Other special uses may come un- 
der the same rule, the determining fac- 
tor being that the business has no direct 
interest in the proceeds of the policy. 


Missouri State Graduates Class 


The agency special school conducted 
at the home office of the Missouri State 
Life has just held another graduation, 
five members of the agency organiza- 
tion having completed successfully the 
six years’ course of instruction under 
the guidance of Pearce H. Young, 
agency instructor. The graduates are: 
A. R. Spearow, Portland; Orrin 
Malsbury, St. Louis; S. Carlisle Martin, 
St. Louis; D. H. McCullough, Nashville, 
and Merle E. Goss, San Francisco. 

The Missouri State Life has desig- 
nated January as Singleton Month to 
honor President M. E. Singleton, whose 
birthday is Jan. 6. 


“Dead” Man Appears 


When Sam Ingram of Memphis, 
Tenn., visited his brother James, in St. 
Louis recently, he discovered that both 
he and his brother were, according to 
the records of the Quick Payment Life, 
of that city, dead and buried in East 
St. Louis. The company had paid poli- 
cies on both to their sister, Mrs. Char- 
lotte Gilmore, of East St. Louis. 

As a result, two warrants were is- 
sued charging Mrs. Gilmore with ob- 
taining money under false pretenses. 
Mrs. Gilmore had paid the premiums on 
both policies. On March 30 she ap- 
peared at the offices of the company 
and reported that both her brothers had 
been killed in the tornado at Murphys- 
boro, Ill. Later she produced burial 
certificates bearing the name of an 
East St. Louis undertaker. 


International’s Contest Winners 


The International Life has announced 
the winners of the watch contest held 
in September in honor of President W. 
K. Whitfield. The winners were: L. 
L. Turley, Class A; Z. . Hughes, 
Class B; W. G. Fatherly, Class C, and 
J. B. Madden, Class D. They led their 
respective classes in paid-for volume. 
The second four leading producers of 
September paid-for are J. V. Keenan, 
Class A; J. F. Keshner, Class B; R. F. 
Tranel, Class C, and W. S. Eakle, 
Class D. 












growth and prosperity. - r 
sonnel of the Company is imbued with the of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 








Springfield Life Insurance Company 


A MuTuat Leoat Reserve Lire Insumance Company 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
qa) Li 














office co-operation 





(4) Large actual prospect lists 


Business in Force $80,000,000 


C. Hubert i A. L 
u Sree, 7 Agencies fierelest, spomttens 











CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation”’ 


DES MOINES - = += = «= IOWA 




















POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 

Our plan IS saving millions for many Companies and is the result of 
twenty-two years of careful and experience. 

THE OTIS HANN COMPANY 

Chicago, 


18 So. La Salle St. Illinois 











Service to Policy Holders 
Operates under the Famous “‘R: 


Live Up-to-Date Policies 





MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


tration Act’’ which requires the reserve on every policy issued to be de ted 
and held in Trust by the Insurance Department of the State , 5 “- 


A few good openings for good live producers in Illinois. Correspondence Invited 
H. B. HILL, President JAS. FAIRLIE, Vice-Pres.and Actuary F.M.FEFFER, Vice-Pres. and Agency Director 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


Service to Agents Service to the Public 


Ordinary Life Limited Payment and Endowments 


DR. J. R. NEAL, Sec. 
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NEWS ABOUT LIFE COMPANIES’ POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in Policy Literature, Rate Books, etc. 
Supplementing the “Unique Manual-Digest’’ and “Little Gem,”” Published Annually in May and April respectively, 
PRICE, $3.50 and $2.00 respectively. 
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EQUITABLE’S NEW DIVIDENDs 





Schedule Adopted for 1926 Shows an 
Increase Over the Scale Now 
in Force 


The 1926 dividend scale of the Equit. 
able Life of New York, which is higher 
than the 1925 scale, is given in adjoin. 
ing columns for ordinary life, 20-pay 
life and 20-year endowment forms at 
all ages from 21 to 60 in the cases of the 
ordinary life and 20-pay life, and 21 to 
65 in the case of the 20-year endowment, 
The dividends are shown for all policy 
years from the 2nd to the 20th. The 
table includes the special fifth year 
dividend in all cases. The premium 
given for the 20-year endowment ap. 
plies only to the first 17 policy years of 
policies now in force for this time, a 
higher premium having been charged 
for those policies which are now in their 
18th, 19th and 20th years. This ac- 
counts for the marked increase in the 
dividends granted on 20-year endow- 
ment policies which have been in force 
18, 19 and 20 years as shown in the ac- 
companying table. 


ANNOUNCE AETNA REDUCTION 


New Schedule of Premiums for Non- 
Participating Policies to Become 
Effective Jan. 1 





The Aetna Life has announced a re- 
duction in the premiums on its non- 
participating policies to become effective 
Jan. 1. The company claims that this 
reduction brings this basic rate for non- 
participating insurance below that of 
any other company. In a letter to gen- 
eral agents notifying them of the 
various changes in the rate manuals, 
Vice-President Kendrick A. Luther 
points out that the extra premium here- 
tofore charged for disability No. 3, 
which provides for waiver of premiums 
and payment of monthly income of $10 
per $1,000 beginning immediately after 
proof of permanent disability and con- 
tinuing throughout that disability, under 
both participating and nonparticipating 
policies, has been found to be inadequate 
and that an increase in this rate has 
been made. At the same time total 
rates for nonparticipating policies with 
disability No. 4, which provides for 
waiver of premium, prior to age 60, on 
the whole have been slightly reduced. 
Vice-President Luther also directs at- 
tention to the fact that, with the new 
rates for disability No. 3, the company 
will be able to increase to $50,000 the 
amount of insurance that will be issued 
on one life with this form of disability 
coverage. Rates for participating pol- 
icies without disability benefits are u2- 
changed, and no change has been made 
in the rates for life income plans for 
policies without disability benefit. On 
these plans the disability No. 3 clause 
has been changed to provide that the 
disability income will cease at maturity 
of the policy. 

Following is a comparison betwee 
the old and new rates, without dis 
ability, on nonparticipating policies at 
sample ages on the common forms 0 
policies, together with the reduction ™ 
the new rates: 


5 Year Term 
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Age Rate Rate ton, 
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SD tae. added 36.40 36.08 ae 
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OO ahaa ge eri 31.14 30.65 1119 
Ds ace heeding 42.86 41.67 142 
FS ger 62.59 61.17 os 
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_ SP eee 38.65 37.58 
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RTS $13.48 «= $13.03) 
geese 17.19 16.8 2 
OF siecenscagss 23.67 23.40 - 
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oot te ie 
: g u 1. 
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; : 1. 
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11.52 5.87 1.98 
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its non- 13.36 6.81 2.29 
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or non- 15.72 8.01 2.70 
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. i . 94 
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~* ee iit 483 
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. = 3131 1896 837 
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18 He 56.20 28.66 14.61 4.92 
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20 Year Endowment 
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40.68 20.75 10.58 
40.84 20.83 10.62 
41.02 20.92 10.67 
41.22 21.02 10.72 
41.46 21.14 10.78 
41.73 21.28 10.85 
42.03 21.44 10.93 
42.38 21.61 11.02 
42.75 21.80 11.12 
43.17 22.02 11.22 
43.62 22.25 11.34 
44.14 22.51 11.48 
44.70 22.80 11.62 
45.32 23.11 11.78 
46.00 23.46 11.96 
46.74 23.84 12.15 
47.54 24.25 12.36 
48.41 24.69 12.59 
49.37 25.18 12.84 
50.40 25.70 13.10 
51.54 26.29 13.40 
52.80 26.93 13.73 
54.19 27.64 14.09 
55.70 28.41 14.48 
57.35 29.25 14.91 
59.15 30.17 15.38 
61.12 31.17 15.89 
63.28 32.27 16.45 
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9.89 5.04 2.57 19.78 10.08 5.14 
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32.51 16.58 8.45 65.02 33.16 16.90 
34.95 17.82 9.09 69.90 35.64 18.18 
37.58 19.17 9.77 75.16 38.34 19.54 
0.31 20.56 10.48 80.62 41.12 20.96 
43.09 21.98 11.20 86.18 43.96 22.40 
45.93 23.42 11.94 91.86 46.84 23.88 
48.89 24.93 12.71 97.78 49.86 25.42 
51.99 26.51 13.52 103.98 53.02 27.04 
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15-Payment Life 
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Assets 


T. F. Barry, Founder 


431 S. Dearborn Street 


MUTUAL LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


$1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to poli over $1,050,000.00 
ai policyholders 0 ae 


The highest grade of service to 


representatives 





It Is the Last Word in 
SERVICE 











request without charge. 


Home Offices: 


Pose Barry Dietz, President 
The GLOBE weekly news mailed to you every week by 


Phone Harrison 1998 
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YOUR MOST VALUABLE 


BUSINESS TIME 


PROTECT IT WITH 
NON-CANCELLABLE 
DISABILITY INSURANCE 


Continental Casualty Company 


910 S. Michigan Avenue 


Chicago, Ill. 


















J.C, MAG 
J. BARRY 


Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
Standard Ordinary and Industrial Policies 
President J. N, WARFIELD, Jr., -y-Treasurer 
L, Vice-President Dr, JH. IGLEHART, 























through selling more i 


National Life Association, 


Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured which 
average about 50% of the total. It is further evidenced by the 
fact that under 46% of the policies becoming claims the insured 


carried no other insurance. 


A National Life Contract offers the opportunity for increased earnings 


nsurance to more people. Top contracts available in choice territory. 


- Des Moines, Iowa 
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TWENTY YEAR ENDOWMENT TRUST COMP ANY FIELD 
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dep Mr 4522077 OAT GBA BB ES 7.06 7.50 «7.96 «= 8.43 8.939.456 9.99 :10.56 = 11.15 | Sars, ane the vats & gives 
476 Ms «45.300 4.800 145.50) .8T 6.26.66 7.09 753 799 «40846 «8.96 ~—«9.48—«:10.02 10.89 —-11.18 | Sim of wiser provisions which are neces- 
43: Mes 6453700 4.830 5.17's«iS3Z 90) .29 697.12 756 802 849 8.99 951 10.05 10.62 11.21 | Sary to the security and welfare of his 
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su Mes «4645.92 «= «506.4077 G14 652 6937.35 7.79 825 8.72 9.22 9.74 10.28 10.85 11.43 | secures a loan but has inad t 
5.43 Meg «46.040 «i514 CBZ CGD BT 6.98 7.40 7.84 830 877 9.27 9.79 10.33 10.90 11.48 | tal is definitel a eee 
533 ME, 46.170 515 isi‘*dSADsiCiBGSSCSSCGGLO7.02—7.44 ree gee ETT OSET «OSES leat iets iccee | a 32 definitely requested to purchase 
565 Mes 46300 :«20:—s«dS4CO9LC2BSCBGSOC707—s7.49 793 839 886 936 988 10:42 10.98 11.57 | life insurance and assign it to the bank. 
5. 09 ns a a — 6.33 6.72 7.12 7.54 7.98 8.44 8.92 9.41 9.93 10.47 11.03 11.62 | This practice has greatly stimulated and 
90 Hiso «= 46.60 ; . 6.02 6.39 6.78 7.18 7.60 8.04 8.50 8.98 9.47 9.99 10.53 11.09 11.68 | encouraged adequate life coverage. The 
6.01 Me 46.7 5.37 5.71 607 644 683 7.23 7.65 8.09 8.55 9.03 9.52 10.04 10.58 11.14 11.73 . 
6 Me: 4696 0««5430C«S77s—‘<«iS«SC(tCOCBDC729CC7.72 cee ee ots OSES «SSS «(iSts lide irre | cene, secures no direct benefit, except 
go As 47.1549 B39 6.57 6957.36 7.78 $22 $67 915 9.65 10.16 10.70 11.26 11.85 | that it does not have to anticipate col- 
642 My «47.38 «= 5.56.90 BT 6.64 7.02) 7.437.85 $29 8.75 9.22 9.72 10.28 10.77 11.33 11,92 | lecting its loan from a widow, It is 
6.57 M35 «47.63 05.65 5.99 6.36 6.73 7.12 7.52 7.94 8.38 8.84 9.31 9.81 10.33 10.86 1143 12.01 | simply good business. 
6.72 Mise 647.89 «= 5.72—si06 4S BO C719 7.59 8.02 8.45 8.91 9.39 9.88 10.40 10.94 11.50 12.08 It is also good business for the av- 
ga Met? 4818 «= 5.80s«i 1450 BB O76 07.67 8.09 8.53 8.98 9.46 9.95 10.47 11.01 11.57 12.18 | ooce itis oo afhen 
70 fas 48.51 «45.90 624661 6.98.87) 7.77.19 863 9.09 8.58 10.06 10.87 11.11 11.67 19.95 | “TaSe_ Citizen to create his estate and 
725 fy 48.860 5.98 BZ BS 7.0G 4S TBE BBB 872 917 965 10.14 10.66 11.19 11.75 12.33 | @frange for its discharge. Putting 
7.43 Bo «© 49.27 6.08 6.43 6.80 7.17 7.56 7.96 8.39 8.82 9.28 9.75 10.25 10.76 11.29 11.85 12.43 | money into inexperienced hands is not 
762 Ml «(49.70 6.200 6.54 6917297688088. 8.94 9.40 9.87 10.36 10.87 1141 11.96 12.54]a blessing. Nor is the wealthy man 
783 a2 (50.200 0«6«G.31)0 6.66 7.03 7.407.798.2800 8.62 9.06 9.51 9.99 1048 10.99 11.52 12.07 12.65] without his requirements. Althougt 
800 M3 50.73 «6.430 G78 7147.53) 7.92) BBB ORIG 9.19 9.64 -10.11 10.60 11.11 11.64 12.20 12.77 q a, & 
827 Me 51.350 «6.56.91 7.27766 05846 B.8B 932 977 10.24 10.73 11.24 11.77 1232 12.83 | man may be worth a million dollars, he 
5) 4 «452.01 = 6.70 7.06 7.42 7.81 8.20 8.61 9.03 9.47 9.92 10.39 10.88 11.38 11.91 12.46 13.03 | could not economically raise $200,000 
8.75 M46 = 52.75 6.85 7.20 7.57 7.96 8.35 8.76 9.18 9.62 10.07 10.54 11.02 11.53 12.05 12.60 13.17 | on an instant’s demand. But he is de- 
901 MT «45358 867.02 «67.870 «7.740 812853 898.85 9.79 10.24 10.71 11.19 11.69 12.22 1276 13.33 | manding this of his heirs at his d a 
925 Ms 54500 «7:19 7.550 7.920 «8.300.728.1284 9.97 10.42 10.89 11.37 1187 12.39 12.93 13.50 : ae can oo 
os: S552 738074 B11 8.50) 899.8173. 10.16 10.61 11.08 11.56 12.05 12.57 «13.11 18.68 | ANG. Hey can not have the grasp of his 
981 fs) «(56.640 «= 7.58 7.94 = 8.320870 .10 9.51 9.98 10.27 10.82 11.28 11.76 12.25 12.77 13.30 193.87 | @ffairs that he has. 
1012 Sl 5788) = 778815852) B91 88872 (10.14 10.57 11.02 11.48 11.96 12.45 12.96 13.50 14.05 
10.44 ys? 59.2500 801 8388 8.76 9.15 9.54 9.95) 10.38) = 10.81 11.26 «11.71 «12.19 1268 «13.19 18.72 14.27 Should Conserve and Build 
torr ee 80.75 8.260863 9.01) 9.40) 8.80) 10.21 10.63 11.06 11.50 11.96 12.43 1292 1342 13.95 14.50 M bi a 
1110 [St 6242 8.52 8.90 9.29 9.68 10.08) 10.49 10.91 11.34 11.78 12.24 12.70 1319 1369 1421 14.76] 7" Robinson is confident that the 
11.46 BSS 4.26 8.80 9.19 9.58 1232 10.37 10.78 11.20 11.63 12.07 12.53 12.99 1347 13.97 1448 15.03 — of life underwriters and bankers 
1183 B56 26 9. 2 : 1.09 11.51 1194 1238 1283 13.29 13.76 14.25 14.77 15.31 | will appreci , ‘fe insur- 
too WT 84T «= 9:43 9.8Z 10.22 10.62 11.02 11.43 11.85 1228 1271 1816 1362 14.09 1457 15.08 15.61 | ance perenne Fe. Se 2 = 
136; 58 «70.89 «7.79 «10.18 «10.58 «10.98 911.39 «11.81 12.22 12.65 13.08 13.52 13.98 14.44 14.92 15.42 15.95 : : ere 
12.63 ee, 73:54 «10:17 :10.57 10.97 11.87 11.78 1219 1262 1304 1347 18:91 14.36 14.82 15.29 15.78 16.30 | "Sf of them. In his conclusion, he said: 
1351 0 «6-76.46 «10.57 «10.97 «11.37 «11.78 «12:19 12.60 = 13.02 1345 1387 1431 14.75 15.20 15.67 16.16 16.67 |, “We want to stand for something that 
12.98 ae wane - gp — We are to pass on 
14a : ~~ | benefits of thrift to those who follow 
15.00 RELIANCE LIFE DIVIDENDS mtv. age Age Age Age Age Age Central Life of Ft. Scott from those who went before. We can- 
12m . aie die , a oe $ | The Central Life of Ft. Scott, Kans.,| 20t live up to our place in life if we 
i¢73 Mesamples of Scale Adopted for 1926 at|1)°°°"' 4's9 510 6 04 St one eT |is making a complete change in the do not conserve and build. Civilization 
cae Various Ages for 15 Policy Me... 6.03 5.33 6.33 7.78 9.93 11.44 | policy contracts, rates, etc. It is very tan pees or ys must — 
A Senin Sie Gheen 2... 5.25 5.57 6.63 8.13 10.33 11.84/ largely going on an annual dividend aterial and immiateria 
18.38 Hg----. EA SSS Sos SES 1078 1255 | basis and is eliminating all deferred | yelucs. The coention of eetetes by Eis 
20:63 . _ Weathgs 5.96 635 7.59 9.28 11.59 13.11 | dividend policies. All regular forms | (psurance enables us to realize our des- 
31.57 J. The Reliance Life has announced an 90 Wear Mant ane |are prepared on the basis of their ma-| Y"Y of protecting American citizens and 
22.58 MBincreased dividend scale for 1926. Fol- — ing >ndow ; American citizenship.” 
low: en 8.32 835 8.46 8.72 9.49 10.29 turing an endowments at age 85. 
vey Sy eee Pe _ new scale - Boise: 9.17 9.20 9.30 9.57 10.33 11.12 | There will be only one disability benefit unqnensteammesats 
t ‘ een dividends on various pol-| 3..... 10.05 10.08 10.19 10.45 11.21 11.98 | instead of two as at present. New ap- - 
P icy forms: Besos het! suse ine? tad 13-33 13-38 | plications and medical examination URGES AMERICAN MEN TABLE 
sy Ordinary Life hehe 12.92 12.96 13.07 13.34 14.08 14.82 | forms have been prepared. (CONTINUED FROM PAGE 6) 
ix M Tacs 13.97 14.00 14.12 14.40 15.14 15.88 | : 
cos MDiv. “> ae Sep ee See i C..... 15.05 15.09 15.21 15.50 16.25 17.00 | a smaller companies. I represent one of 
oes $ $ $ $ ; $ 3 ead 16.19 16.22 16.36 16.66 17.44 18 *3 Detroit Life these smaller non-participating com- 
6.20 Less, 2.3 tt 3.66 4.46 6.12 —_—s oe ” ” as “ Following are the new rates on 5-year | Panies, and feel most strongly that this 
6.28 atts 302 3:20 3:81 iss $69 ei 15 Year Endowment lterm policies adopted by the Detroit | hampering restriction should forthwith 
6.36 | or 3.09 ‘i “OF . ’ Se ae wil 6.03 6.07 6.24 6.63 7.63 8.59 | Life, shown at five year age intervals , 
09 3.28 3.94 5.05 6.98 8.48 be removed 
6.44 5  . 3.17 3.37 4.07 5.25 7.27 8.82 Beeces 6.53 6.57 6.74 7.14 8.14 9.11) on the annual, semi-annual and quar- . 
6.52 San 3.24 3.46 4.21 5.45 7.56 9.16] 3----- 7.05 7.09 7.27 7.67 8.67 9.64 | terly basis: “Menace” of Higher Reserves 
6.60 Bi... 3.32 3.55 4.35 5.67 7.86 9.49] #----- Oe Tee 282 fee See ieee | Semi- Quar- 
cco Bf; 340 365 450 Sas 815 9.82 ee ey er a i Biel g {we Annual Annual ‘terly| “A great deal is said about the higher 
Sip cc 287 885 480 G32 g73 to4e| F<. $55 9.43 9.60 10.00 1097 1190) s5.2022222::::::::9 Roe” See © Sigg] Seserves of the American Men table, 
6.98 Bile. 3.66 3.96 4.96 6.55 9.01 10.77) §-°-7° toe 188s toss anes 1108 1S EL | 20.2... . cee eee nes 9.24 4.80 245 | and an impression seems to prevail that 
ase Mis: Sde $07 S23 S27 9.88 11.08 | 197772: 11.40 11.48 11.63 18.08 1896 18.83 | 30. 2°00027 200002" an et e318 2.63 | such higher reserves would be a menace 
ae pee $95 4.30 5.46 7.23 9.86 11.67 BR... EE a TET etre erate) eeeeeeeeerrereae © 2) 6.71 3.42| to. the smaller companies. Nothing 
2 (| oe . 2 iy 7 46 3 11.96 | !------ 2.3 2.3 3.18 4 ’ od . : 
7.44 ae aS. Se Oe Sa ae 13.70 13.74 13.94 14.34 15.29 16.17 | pe" °° "TCT TTT TTT! a 4.38 could be more misleading. In the first 
157 10 Payment Lif. | 34----- 14.53 14.58 14.78 16.30 16.18 hat eniiitedeeede 17.42 8'88 | Place reserves are accumulated naturally 
7.68 a. 4.48 4.68 5.31 6.28 7.88 9.10 | . pores i - - ws 28.38 | out of the or may charged; 
7.94 hese et Sy 5.70 6.77 8.49 9.75 ear Endowment ; and in the second place, the reserves in 
oa cos ae et by ae +4 o-52 19.03) 1....- 4.91 4.96 5.17 5.65 6.84 7.95 Columbus Mutual Life the early policy years by the American 
q = ‘. o. x ® 7.82 9.77 12 » 5.2 5.29 5.5 . 7.2 f = : . . - 
82 B..... 5.73 6.04 6.99 8.38 10.44 11.85 | 3... .. 559 5.64 S86 eee rt tH The Columbus Mutual Life is discon- | Men table (Illinois standard) are de- 
8.40 §..... 6.08 6.41 7.45 8.96 11.14 12.60) 4°°°°: 596 6.01 6.23 674 7.98 9.15 | tinuing its ordinary life policy and re-| cidedly lower than those of the old 
8.55 | he ry 6.80 7.93 9.56 11.88 13.40 i aici 6.34 6.39 6.61 7.13 8.38 9.56| Placing it with a preferred risk policy American Experience table (also Tlli- 
8.72 gc* $82 7.21 8.44 10.19 12.65 14.24) 6...., 6.73 6.79 7.01 7.53 8.79 9.97| issued in amounts of not less than : r : : 
as [iu0...’’ tas ase SEt ithe ichtaueei co Fis $30 £43 £98 9:21 10:28 | $5,000. Dividends on the new policy | 20i8 standard). With an expanding 
He ee ‘ he es ate i03 08 at tH By et will be paid of course on an increased | business, and with mean reserves, a 
nie 15 Payment Life 10...) «849 BBS 877 9.29 10.51 11.66 | Schedule which will not go into effect, small young company is in a better po- 
9a Bd 387 4.08 4.58 5.44 6.95 817|11..... 898 9.03 9.26 9.77 10.98 12.10 | however, until Jan, 1, 1927. sition with the American Men table 
9.85 mes re! byt ots 5.77 7.37 8.63 | 12.---- By 4 anet was 10.37 13-68 13.55 than with the old American Experience 
9.89 Be ctne x ¥ 12 6.12 7.80 9.09} 18..... ° . . ts 3 .02 y 
10.0% Sc 448 4.69 5.41 6.49 8.24 9.55|14..... 10.57 10.63 10.85 11.34 12.47 13.51 | Wisconsin National Life table. They would have lower comer 
0.28 B..... 4.70 4.93 65.71 6.86 8.69 10.03/|15..... 11.15 11.20 11.43 11.91 13.02 14.03 | in the early years of the insurance when 
10.51 aot 4.93 5.17 6.02 7.25 9.15 10.52 E | The Wisconsin National Life will on | expenses are pressing heavily upon 
10-73 gc: BIS B48 634 7-65 9.62 11.02 aGowment Age & | Jan. 1 issue new premium rates. them. On term policies and on paid up 
11.98 Bove 5.67 5.98 7.02 8.50 10.61 12.06 | piy — Ss Se oP . Age | me life policies the reserves by the new 
ty ps tees 5.94 6.27 7.39 8.94 11.14 12.61 . + 3 $ $ $ 3 | . 2 tables are lower than the old—on en- 
11.76 Thee oat ose 4.76 9.40 11.68 13.18 “op 3.27 3.47 3.78 4.21 5.65 7.00 National Life of Vermont dowments they are nearly identical—no 
124 BL... 6.81 7.22 8.56 10.38 12.84 14.43 | 3° °°" 3.37 3.59 392 440 6.00 751/ The National Life of Vermont direc- practical difference. There only re- 
seat BE Uf---: 11g 766 Sop tose ines 1613 | f-"7" Ser gas S25 ke Sie Soe | Ore have, voted an extra dividend for | mains therefore the ordinary fife cies 
1396 te 7.92 9.43 11.45 14.15 15.89 tig 3.67 3.95 4.39 5.01 7.13 9.16 ‘wor in a "a Ray abe and the intermediate years of limited 
ris 20 P Gu ctee 78 4.09 4.56 5.23 7.53 9.75 « percent o e regular dividend. " , 728 , 
13.28 . ayment Life sees ae tee tee te ree oie lhe same extra dividend was paid in ga when reserves would be 
me Bc MER Bs gp ge rg] cc En Ot gap ana] we 
3.9! scree 8. : : ee : ; ’ 94 8.82 11.68 bear 
ue ea +e 3.72 420 6.26 6.97 8.34 / 10..... 4.26 4.66 5.30 6.19 9.29 12.38 Se mM N ka ee a 
4 eho cae x s ' 720 S.7El 88.2... . 4.82 5.51 6.46 9.77 13.11 curi utual, Nebras " , of i i i 
16:18 grees 3.88 4.98 4.76 5.83 7.68 9.10/12..... 4.53 4.99 5.72 6.73 10.27 13.88 - : ip 4 th of emotes, ry =e aon 
1618 g..... 4.05 4.27 4.99 6.14 8.04 9.49 | 13....- $67 $16 6.93 7.01 10:79 14.70 | The Security Mutual Life of Lincoln, | in mind that practically all the smaller 
16.05 Site oa 4.46 5.24 645 8.41 9.87] 14..... 4.82 5.33 6.16 7.30 11.34 15.57 | Neb., will continue the same schedule of | Companies use the preliminary term 
+ 442 4.67 5.50 6.76 8.78 10.26! 15..... 4.97 5.52 6.39 7.61 11.91 16.50 | dividends in 1926 as used in 1925. method of valuation. The first year 














THE NATIONAL 





UNDERWRITER 








December 25, i 





















































HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, 
President 


The 65th Annual Report Shows: 


Premiums received 
during the year 
1924 .......++++- $8,003,453 
Payments to Pol- 
icyholdersand their 
Beneficiaries in 

Death Claims, En- 
dowments, Divi- 


dends, etc. ....... 6,321,524 


Increase in Assets 2,801,996 
Actual Mortality 62.4% 

of the amount expected. 
Insurance in 

Force .........$260,530,414 
Admitted Assets 51,457,218 





FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General 


Managers 
Central and Southern Ohio and 
Northen Kentucky 
Rooms 601-606 The Fourth Nat. Bank 
Building 
CINCINNATI, OHIO 
HOYT W. GALE 


508 Union Trust Bidg. 
CLEVELAND, OHIO 
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Personal— 


Do you know the details—the 
facts—about your financial 
affairs—the serial number, divi- 
dend date and history of your 
stock? of your bonds? hen 
are notes due? When are pre- 
miums due and how much? 
Have you difficulty in making 
out income tax reports? These 
and a hundred more important 
questions are answered daily if 
you keep account of your affairs 
in 


MI-REFERENCE 


Knowledge of bookkeeping is unneces- 
sary to handle these twelve simple and 
practical records. Each form is self 
explanatory and provides space for 
complete information on every trans- 
-—~ “meen being quickly and easily 
made. 


Life Insurance Form 


shows all necessary facts about policies; 
name of the company, icy number, 
plan, amount, amount of premium and 
dividends. dates due, cash value, name 
of benefi » ete. 


Companies and Executives will find no 
gift to equal MI-REFERENCE as a 
token of good will for Conventions and 
Agency use, It is now used by insur- 
ance salesmen to hold old and win new 
policyholders. _MI-REFERENCE ties 
up with the Life Insurance business. 


MI-REFERENCE is a handsome, handy, 
loose leaf, 8 ring book. Bound in leath- 
erette with index and 100 sheets, $5.00. 
Bound in beautiful genuine leather, with 
index and 200 sheets, $10.00. A liberal 
discount on quantities. Order one today 
for examination—you will never regret 
it—money refunded if not satisfactory. 


Pfening & Snyder, Inc. 
Dept. 31 Columbus, Ohio 























mean reserves on a term basis by the 
two tables are as follows: 


old 
American American 
Age Men Experience 
20 $1.90 $3.77 
es .07 
4.73 
6.66 





“The reserves on $10,000,000 of busi- 
ness by the old American Experience 
table would probably be over $40,000 in 
the first year. By the American Men 
table they would be less than $25,000. 
Remembering the lapses in the second 
and third years, it is safe to say that 
it would take quite a number of years 
before the lower reserves of the first 
year could be overcome by the slowly 
accumulating larger reserves of subse- 
quent years in an active company writ- 
ing a progressive business. As already 
stated these additional reserves in sub- 
sequent years would be accumulated 
naturally and without irritation from 
the premiums and lower mortality rates, 
at a time when renewal commissions 
would also be decreasing. Yet the 
American Men table is in the long run 
safer than the American Experience, 
and makes a better provision for mod- 
ern mortality conditions. 


Provision for Mortality 


“The experience of most companies 
during the past ten years, including the 
war and influenza deaths, demonstrated 
that the American Men Ultimate table 
contains an ample provision to meet 
modern mortality, even including those 
two catastrophies. The experience from 
1915 to 1925 has been even more favor- 
able than the rates given in the Ameri- 
can Men table; while 1920-24 has shown 
rates of only 75 or 80 percent of that 
table—with an improving trend. 


Miscellaneous Points 


“There is always a demand for re- 
duced premium rates. The facilities for 
obtaining life insurance are necessarily 
‘increased and improved’ when pre- 
miums are diminished. The benefits to 
the younger companies in a financial 
sense are very apparent: If they can 
afford (as I am satisfied they can) to 
sell policies at ages under 35 at lower 
premiums than they are now charging, 
their business will be enhanced for that 
period of life when men are growing and 
developing. The companies not only 
get the profitable business with the low 
mortality rates at young ages, but they 
make valuable connections, and get 
more and more business from the same 
applicants as their position in the world 
improves. 

“We have heard no authoritative sug- 
gestion that the premiums would be in- 
creased at the older ages if the Ameri- 
can Men table were used. I cannot 
imagine where Mr. Blackburn got this 
impression, for most of the non-partici- 
pating premiums from age 35 upwards 
are now calculated by the American 
Men table, which really forms the basis 
of modern calculations although legisla- 
tion compels the use of the American 
Experience table for valuation purposes, 
and as a premium measure at the 
younger ages. 


Requested by Commissioners 


“The commissioners of insurance re- 
quested that the American Men table 
be formed for the express purpose of 
having it used. Its low mortality re- 
sults amazed all of us who were closely 
identified with its formation; but not 
only has the experience of 1900-1915 
been confirmed during the ten years 
that have elapsed; but the favorable 
mortality has progressed even further. 
The war and the influenza deaths were 
absorbed without apparent effort, and 
the sound, carefully managed companies 
of today have an experience ranging 
from 75 to 85 percent of the new table 
now suggested. 

“IT am strongly of opinion that the 
younger and smaller companies would 
derive a real benefit from the adoption 
of the modern standard; and that the 
entire business of life insurance would 
be helped forward on the road of 
equity and justice, toward enlarged 
business and public approbation.” 














SOME OF THE OBJECTIONS MADE TO 
THE AMERICAN MEN TABLE \¥ 
= 








about the proposed change in mor- 
tality table that would give lower 
rates at younger ages. What are the 
objections to the American Men table? 

Answer—Briefly stated, the objections 
so far developed to the proposed Amer- 
ican Men experience table are: 

In certain states in the south, for in- 
stance, where the mortality is high, the 
American Men table would not be suf- 
ficient or would be dangerously close to 
the line. 

There is always danger of an epidemic 
like the “flu” after the war and this 
might result in the failure of some 
companies. 


Q) teat the pra have been reading 


Situation in the Fraternals 


The fraternal orders on a legal reserve 
basis, which have a lot of old mem- 
bers and also not so good a selection 
of risks as the old line companies, find 
the American Experience table a better 
one for their purposes. From the prac- 
tical standpoint, they need to make some 
profit at the younger ages to care for 
their old business and their poorer se- 
lection of risks. As their expenses are 
low, they still keep their rates down as 
compared with old line companies, not- 
withstanding the heavier mortality. The 
American Men table might prove disas- 
trous to large bodies of policyholders 
in fraternal orders which are emerging 
from difficulties which have threatened 
to swamp them. Should these orders 
be endangered for a mere theory? 


Lapse Ratio in Younger Ages 


The lapse ratio is much heavier on 
business at the earlier ages and the sav- 
ing in mortality helps to pay this. Also, 
business written in rural communities 
is secured in smaller policies and at 
greater expense. The younger com- 
panies will get much more of their busi- 
ness out of the rural communities in 
proportion than do the larger and older 
companies, and should have this extra 
margin on the same theory as the Se- 
lect and Ultimate table, which gives 
some of the mortality savings to ex- 
pense. 


Means Destructive Competition 


The adoption of the American Men 
table means destructive competition and 
the beginning of a rate war. The prac- 
tical side of the question must be con- 
sidered. There are a couple of hundred 
companies scattered throughout the 
country which are just getting well 
started. They are writing small policies 
and in the more sparsely settled sections 
they need the mortality savings at the 
younger ages to secure business which 
is not ordinarily written by the larger 
companies, and which for the most part 
confine their writings to the cities. The 
American Experience table rates furnish 
a convenient method and one for which 
there is no better substitute of meeting 
these expenses. 


Compared With Fire Insurance 


One of the younger company officials 
familiar with the fire insurance business 
points out that in the case of life insur- 
ance it is to the interest of the large 
and powerful companies to reduce the 
reserve, whereas in a similar case the 
larger fire companies find it to their 
interest to require unnecessary reserves 
which keeps the smaller companies with 
limited resources out. Consequently, if 
a reserve basis is to be adopted in life 
insurance which favors the large and 
strong companies, to be consistent, the 
insurance commissioners should make 
it possible for small fire companies with 
limited resources to write more business. 
Commissioners would be inconsistent in 
taking the side of the larger and 
stronger companies in both branches. 
Under the present laws companies wish- 
ing to write below the table rate must 
put up a deficiency reserve; in fire in- 
surance the companies are required to 


put up a larger reserve than is necg 
sary. 

Laws Well Standardized 
Insurance laws have been pretty 
standardized on the basis of the Ame 
ican Experience table. A_ change ; 

some states to the American Men 
would create chaos for the next ge 
eration. 

The present standard is favorable 
the development of the small and grog 
ing companies in all parts of the com 
try; it is a good thing for the life js 
surance business that assets and inves, 
ments are well distributed and tha 
control is not held by any group. | 
is important that the opportunities fy 
development be preserved, at least for 
time, and it would not make for 
welfare of the life insurance institutio 
to cut off or restrict a large number 
companies which are contributing to th 
education of the American public 
are meeting local conditions and 
mands in a way which could not be dos 
by a few large companies. 





Five Developments 


In Business Situation 


OL. LEONARD P. AYRES, vice 
president of the Cleveland Trust 
Company of Cleveland, O., is one of th 
most competent observers in the bus 
ness and gives five developments in th 
business situation which may be fore 
casted with considerable confidence: 
1. A check to the automobile indus: 
try. 
‘2. A recession in the building boom 
3. A reversal of the stock marke 
trend. 
4. A limitation of instalment selling 
of goods. é 
5. A decline of the Florida boom. 
It appears fairly certain that thes 
developments will occur next year. 


Bankers Life Meetings 


The Bankers Life of Nebraska in 19% 
is holding four sectional meetings. The 
first will be held at Lincoln, Neb., Jan 
21-22; the second at Chicago, Jan. % 
29; the third at Kansas City, Jan. & 
26. The date for the fourth, which i 
to be held at Portland, Ore., has not 
yet been announced. The same pro 
gram will be given at each of these 
meetings. President H. S. Wilson wil 
open the conference at each place with 
a welcome to the agents. At the end 
of the first day’s program there will be 
a banquet at which C. Petrus Peterson, 
general counsel of the company, wil 
give the principal address. Dr. A. R 
Mitchell, medical director, will be the 
home office speaker at the second days 
session. 
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ination of the Lost Motion From 


Prospecting and Keepi 


in Touch 


With Filicelasldons Increase Efficiency 


AMILTON KERR of the Mutual 
Benefit Life at Dayton, O., is one 
of the company’s big producers. 
is production last year was well over 
he $1,000,000 mark, and he ranked sec- 
nd in amount of paid- for business. He 
been with the company since 1902, 
making a notable record for nearly a 
buarter of acentury. He passed the $1,- 
00,000 point for the third time in 1924. 
A large part of Mr. Kerr’s success is 
Hue to proper prospecting, which he re- 
ds as of paramount importance. The 
gent’s capital consists of his time, and 
he measure of his success is his effi- 
riency in the use of his capital. To 
ite business he must have prospects, 
but the less time required to secure these 
prospects, the more time he will have 
or canvassing them, actually discussing 
ife insurance with them, and conse- 
- wed the more life insurance he will 
| 


Much Lost Motion 
in Getting Prospects 


Of course there are prospects every- 
yhere, but few of them realize that they 
re until the agent points out their needs. 
On the other hand there are very many 
people who are not prospects, and these 
must be eliminated to conserve the 
agent’s time. Too much lost motion, 
too much time spent in haphazard ways 
trying to locate prospects instead of fol- 
lowing systematic methods handicap the 





agent in his work and keep his produc- 
tion record down. 

In the first place, as Mr. Kerr pointed 
out, there are old policyholders to be 
cultivated. No agent can afford to neg- 
lect them. He estimates that keeping 
in touch with policyholders will bring 
in each year new business equivalent to 
10 percent of the business on the books. 
This is too valuable an asset to be over- 
looked. 


“Dia ing the Man” 
Is Helpful Method 


Mr. Kerr uses a method for securing 
names from policyholders which he has 
termed “Diagraming his man.” It is 
simply a ruse to get the man’s attention 
and form an opening so that the agent 
can ask questions that will draw out in- 
formation as to relatives and friends who 
he thinks might be interested in life in- 
surance. The plan consists in writing 
the man’s name in the center of a card 
at the time of delivering the policy, and 
drawing several concentric circles about 
it. This usually stirs the man’s curiosity 
and generally results in his asking what 
the agent is doing. This is the agent’s 
opportunity to secure from him names 
of members of his immediate family who 
might be interested in insurance, these 
names being written in the first circle, 
together with any information he can 
give as to age, insurance needs, etc. The 
second circle is used for the names of 





more distant relatives, and the third and 
fourth for business associates and 
friends. 


Follows Up Prospects and 
Reports to His Policyholder 


It will suffice to take but ten minutes 
of the policyholder’s time to secure 
these names, and if the agent has made 
a proper delivery he will have the good 
will of his client to take that much of 
his time no matter how busy he may be. 
Often he will take a lively interest in 
completing the diagram. These pros- 
pects are followed up as soon as pos- 
sible with personal calls. As he writes 
them, Mr. Kerr informs the man who 
gave the names, thanking him for his 
assistance and expressing appreciation 
for the help of his influence. He also 
gives assurance that he will be glad to 
return the favor, ahd in many cases he 
has had an early opportunity to carry out 
this promise. 


Rendering a Service 
Is Proftable Investment 


In one case he had sold an auto truck 
dealer a $10,000 policy, and at about the 
same time closed a milk dealer for $5,- 
000. The latter regretted that he could 
not take more, but said that it was out 
of the question as he was about to buy 
a truck. Mr. Kerr asked him to see the 
truck dealer he had just sold, secured 
his consent, and brought the two to- 
gether. The sale was made, and Mr. 
Kerr capitalized on the good will by se- 
curing some new prospects, several of 
whom he wrote. At another time’ he 
wrote a butcher for $20,000, and the 
diagram with his name in the center has 
produced $50,000 and is good for $100,- 
000 more. The butcher has already 





thanked Mr. Kerr several times for 
new customers that came to him through 
the recommendation of the life insurance 
agent. 


Such Favors Should Be 

on Basis of Friendship 

It is a big mistake to place such 
favors on a commercial basis. Mr. Kerr 
never suggests money compensation for 
any service he may receive, nor will he 
accept money for the services he renders. 
More help can be secured on a friend- 
ship basis from policyholders than if a 
money value is placed on their efforts to 
help. The man who suggests a pros- 
pect feels complimented when the agent 
writes the case, as this vindicates his 
judgment. 

One of Mr. Kerr’s clients is a lawyer, 
among the foremost in Dayton, to whom 
he has sold $75,000. He secured from 
this policyholder several prospects, and 
recently closed a $10,000 case on one of 
them. He at once called the lawyer, 
apologized for taking the time of so busy 
a man, but said that he wanted to tell 
him that he had just written one of 
the prospects he had suggested for $10,- 
000. This pleased the lawyer so much 
that he asked the agent to see another of 
his friends who would probably take 
$10,000, and added that he would have 
one or two more names in a short time. 
Mr. Kerr wrote this second prospect for 
the $10,000, and knows that he will get 
more business later on through this law- 
yer, who is taking pride in seeing the 
circles about his name in the diagram 
produce so much business. 

Diagram Keeps the Agent 

Supplied With Prospects 

Mr. Kerr says that this method if per- 
sistently followed will furnish more 
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e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








J. McCOMB 
e _COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val 
ues, Calculated. Valuations 
an Made. Pol 
and all Life Insurance Forms Pre- 
pores. Law of Insurance a 
pecialty. 
Colcord B 


Idg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


% Pine Street - - San Francisco 








E L. MARSHALL 
e 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
St. Louis 

















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 

owth in the Company's business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hund Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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prospects than any agent can handle. 
He says that in his agency there are now 
several of these diagrams working, and 
that one of them in the past 15 months 
has produced more than $500,000 of busi- 
ness. Following such a_ systematic 
method of securing prospects may mean 
to the agent all the difference between 
being a big producer and one in the 
class of mediocrity. 

But Mr. Kerr does not rely solely 
upon this scheme. He has another 
method of securing prospects by per- 
sonal letters, which go out of his office 
at the rate of about 10,000 a year. These 
are not form letters. They are dictated 
separately, on good paper, signed per- 
sonally, and mailed to the homes instead 
of the business addresses. No advertis- 
ing matter is enclosed. These letters are 
sent out upon birthdays, change of age, 
when any interesting news of the com- | 
pany is available, such as a special div- | 
idend, increased dividend, increased | 
values, changing 3% percent policies to 
a three percent basis, notice of premiums 
calling attention to attractive dividends, 
or at any other opportunity to get a 
personal letter into the homes. 


It Pays to Keep in Touch 

With Qld Policyholders 

It pays to keep in touch with old 
policyholders in this way. It frequently 
happens that the agent has the humili- 
ating experience of calling on a policy- 
holder just after some one else has writ- 
ten him for additional insurance. In 
most of these cases a, timely letter would 
have saved the business. If the agent 
keeps in close touch with his policy- 
holders by letters of this sort, if not by 
personal calls, the chances are that the 
client will remember him and come to 
him first if he desires more insurance. 
It is worth while to write the letter even 
if it seems very improbable that the pol- 
icvholder will be open for new insurance. 

Mr. Kerr cites a very good illustration 








of this. One of his policyholders, with 
$5,000 paid up life, quit business and re- 
tired to a farm eight miles from the city. 
One morning his card with several 
others came to the desk indicating that 
his age would change within a few days. 
Mr. Kerr thought it improbable that he 
would get any business there, as the man 
was rather old and had retired. He dic- 
tated the other letters but then changed 
his mind and wrote to this policyholder. 


Present and Future Business 

Secured by Timely Letter 

Two days later he received a telephone 
call from this client. His eldest son was 
about to buy a policy from another agent 
who was working the country, and the 
father preferred that he do business with 
the man who had remembered him and 
thought enough of him to keep in touch. 
Mr. Kerr wrote the senior for $3,000 and 
the son for $5,000, with a promise that 
the second son would take $5,000 within 
a few months. Both of these boys are 
college graduates, ambitious, and expect- 
ing to carry more insurance as soon as 
they can afford it. Mr. Kerr had for- 
gotten the boys entirely, but the letter 


| saved his clients, and held future busi- 


ness for him as well as securing the im- 
mediate applications. 

It is dithcult to estimate the value of 
these letters to policyholders. They keep 
going into the homes where mothers and 
wives see them, so that they keep the 
idea of life insurance before the whole 
family, and they keep the agent in the 
minds of his policyholders. If the 
thought of more insurance comes to 
them, they will naturally turn to the 
agent who has been in close touch with 
them. Thus the letters do their quiet 
work, exerting an influence that it is im- 
possible to measure. Much business can 
be traced directly to the letters, and a 
great deal more undoubtedly comes as 
an indirect result, which otherwise the 
agent might not have secured. 
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LINKING UP THE AGENT WITH 
THE HANDLING OF INSURANCE 





way building, Chicago, has an in- 

teresting plan for establishing more 
friendly relations between the policy- 
holder and agent. Mr. Neal feels that 
the average policyholder may forget the 
name of the agent who wrote his in- 
surance. When he receives a formal 
Christmas card he may not associate 
the agent’s name with the fact that he 
was the one who wrote his insurance. 
A greeting card does not tie up the 
agent’s name with his business in Mr. 
Neal’s opinion. 

Body of the Policy 


Mr. Neal therefore gets out a minia- | 
ture Christmas cheer policy. On the | 
i 


C “way bei ELMER NEAL, 251 Con- 





folder appears this information, “Charles | 
Elmer Neal—Perpetual Christmas Cheer 
Policy—Issued only once a year to pre- | 
ferred risks—This contract participates 
in dividends of happiness.” In the body 
of the policy is the name of Mr. Neal 
at the top with 1926 about a candle 
flame that is radiating light. The word- 
ing is as follows: “Perpetual Christ- 
mas Cheer Policy—Insures .......... ° 
a Merry Christmas and much Happi- 
ness on the 364 other days of the year 
and particularly at this time extends to 
ou the season’s greetings. Premium— 
This contract is issued in consideration 
ast valued favors and is re- 
newable for the sum of your continued | 
good will and future patronage. Incon- | 
testibility—This policy is incontestible | 





of your 





Iowa and 
Louisiana or Oklahoma. 





FIELD SUPERINTENDENT—AGENCY BUILDER 


| 

A successful Superintendent of Agencies, with fine record as Agency Builder, 
and excellent character and reputation, desires to go into field as Supervisor 

or Field Superintendent for good company. Small company no bar. | 

issouri, or Southwestern territory, includin 

Will consider good Home Office Superintendency, but || 

| 


prefers Field Superintendency or Supervisorship, with salary and interest ir 
business developed. Desires to start January, 1926. Tell it all in your reply. 


Address Q-27, Care The National Underwriter. 


Illinois, 
Texas, Arkansas, 





except for the unpardonable breach of 
a friendly understanding that you will 
consult me on all insurance matters.” 


Poliey Attracts Attention 


_ Mr. Neal says that this form of greet- 
ing in the way of a policy does not fail 
to attract attention, and does not com- 
mercialize or cheapen the idea of the 
greeting. Mr. Neal is an agent for the 

quitable Life of Iowa in the Crawford 
& Crawford general agency in Chicago. 
It is being used by a number of agents 
in this office with good effect. 


Explains Illinois Bankers Suit 


Thaddeus Leslie Mudd, of St. Louis, 
salesman for the Illinois Bankers Life, 
and one of the policyholders who last 
week filed suit in federal court at Pe- 
oria, Ill, asking a receiver for the com- 
pany, in explaining the suit stated that 
it was no reflection on the financial 
condition of the company, which, he 


| said, has a surplus of $5,000,000 to pro- 


tect $116,000,000 in outstanding insur- 
ance. He contended that the company 
has been successful under its present 
plan and that there is no need to change 
from the assessment basis to a stock 
ee as the directors are trying to 
o. 





MORTGAGE AGENCY 


Des Moines man of large mort- 
@age experience in 
Des 


Company representation for loans 


Chicago and 


Moines desires Insurance 


on Des Moines real estate. 


Address Q-26 
Care The National Underwriter 
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Stephen M. Babbit 
President 








Hutchinson, Kansas 
















MR. AGENT! 
Do you care for QUALITY 
not SIZE? Age, Sound Exp 
rience, Low Cost, a Splendi¢ 
Record for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLD 
STICK! WRITE THE HOME 0 



























WANTED 


An Adjuster and Examiner of Life 

Health & Accident claims. Can make | 

sirable connection if experience and abilitj 
warrant. Part time traveling required. 
Address Q-29 . 

Care The National Underwriter. 








$7,500 for the Right Ma 


One of the leading companies i 
the mountain territory now havi 
upwards of $45,000,000 of insurand 
in force desires to get an expe 
enced, hard working, _ intellige 
manager of agencies. If the prope 
man can be secured a salary @& 
$7,500 will be paid. This compa} 
does business in a number of state 
and the position will require co 
siderable traveling. No man nee 
seek this position unless he is wil 
ing to get down to business, hit 
rails and do constructive work. | 
man who makes good in the je 
will have further preferment. 
company is a growing one, is pe 
manent, popular and has excellent 


orospects. 
Address Q-25 
Care The National Underwriter. 
























Executive Position Wanted 


Executive with over 20 years experience 
Life insurance. Over half of time in Ho 
Office Executive work. Experienced 

both Agency and Financial Departments. 
Will accept modest salary in proportio® 
experience to secure good connection. 


Address Q-36 
Care National Underwritet 
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A New Service For 


/Etna Life Agents 


HE month of December inaugurates a new 

service for the AEtna Life Insurance Company 
field organization. It will be known as the 
Monthly Merchandising Plan, consisting of 
newspaper and insurance journal advertisements, 
folders, street car cards, presentations and circu- 
larizing, complete under one cover. This gives 
to the agent a means of localizing the appeal 
created by the National advertising. 





AETNA LIFE INSURANCE COMPANY 
affiliated with 


AETNA CASUALTY and SURETY CO. STANDARD FIRE INSURANCE CoO. 
AUTOMOBILE INSURANCE CO. of Hartford, Connecticut 


The Strongest Multiple Line Insurance Organization in the World 
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GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 


INDIANA— OHIO— MICHIGAN— 
Evansville Lima Calumet 
New Albany Toledo Lansing 
Terre Haute Dayton Kalamazoo 
Indianapolis Cleveland Marquette 
Michigan City Springfield Grand Rapids 
ILLINOIS— IOWA — MISSOURI— 
Peoria Waterloo Joplin 
Mt. Vernon Mason City St. Joseph 
Springfield Sioux City Cape Girardeau 
Murphysboro Council Bluffs Jefferson City 


For further information communicate with 


A. O. Hughes, Vice-President in charge of Agencies 


Farmers National Life Insurance Company 
OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 









































STATE. LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


PROGRESSIVE 


Deposited with the State ef Indiana fer the 
Sole Protection of Policyholders 





$3 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agemnoy Matters Address, CHARLES F. COFFIN, Viee-President 




















1 How ‘BOUT IT? 





HI, O | c 
1 } ~ 
i) qu ° 1) 
‘, -As 
av 
; : rt 


WAY 


) 
, 


ey iG — . 

' pe D a =—— 
AA 
R: 3 " ae "i 


Gao 


SWS RS 
St. ‘\ 


= 





u/ 
¢ 
ll 


gi 
ri BAS) \ — 
S7.@ 
LA WssF3} : : 
Bc, 























WHY NOT ? 


Underwri ae ' 
Sackeneme ncies, Inc. W. Livingston Vance Andrews & Andrews 
1109-1110 Bell Bldg. 22 West Monroe Street Legris Bank Bldg. 
Chicago, Ill. Chicago, Illinois Kankakee, Illinois 
WE HAVE SOME SPLENDID TERRITORY FOR 
GENERAL AGENTS WITH TOP FIRST YEAR 
COMMISSIONS AND RENEWALS STANDARD 
AND SUB STANDARD. WRITE OR WIRE. 


INDIANAPOLIS, INDIANA. — 











